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FOREWORD

.
-

The Institute for Research and Development in Occupational Education
(IRDOE), although concerned with adulf and continuing education throughout
the years, had devoted itself to research and development aspects as opposed*
to_instruction per, se. Instructnon,, while often a part of our activities for
testing and modeling purposes, was not percelved as an ongoing function;
rather, once proven exemplary,_instructlonal programs were dnssemmated for
repligdtion by others. ) ) .

So it is, with the pro;ect reported on herein. Recognizing the special

needs of lower-lncome women for skills in money management, a program of
six sequentlal two-hour sessions were developed to convey a broad
'understanding of the principles and practices of money managemeqpt, to
provide participants opportunities to apply the tools and techniques to tl}enr
individual situations, and 1o bolster their conﬁdence in the exercising of
control over, the ﬁnanqal aspects of theirdives. * ‘
°. Through flye demonstration workshops, involving 80 lower-income
women, IRDOE* developed what is believed to be an plary program. The
workshops, heid in cooperation with five comngumty-based organizations and
led by female persannel from the host organizations after training by project

Iy
J persénnel, have now been instititionalized as regular program offerings.

Rephcatlon by others through this ?eportmg mechamsm is hlghly encouraged.

-~

-

Lee Cohen, Ph.D

Director




e

1 ACKNOWLEDGEMENTS

i
! ) '

As in all special programs, a number of people contributed to the
making of MONEY- MANAGEMENT FOR WOMEN. We appreciate the
-~ opportunity to acknowledge here the people whose combined efforts'made it
all possible. . -
. always, we are grateful to Dr. Alan Gartner, tben Director of the
Center Advanced Study, in Education, and Dr. Lee Cohen, Director of the
Institute for Research and Development in- Occupational Education for
following our progress with interest and being available when we needed
advice. And to Mrs. Anne Greiner of the City University of New York's
Graduate School and University Center for securing the facilities we needed
in which to conduct the training meetings.

Without .the administrators who believed in the project enough to
contribute their organizations' facilities and staff to implement the
workshops, there would have been no project. Our thanks to: Betty Springer
of the Day Care Council of New York, Bernard J. Wohl of Goddard-Riverside
Community Center, Judy Schulman-Miller of the Samuel Field YM-YWHA

~ Single Parent Center, Sue Jones of the Single Parent Family Project, Carole
’ Frank of University Settlement, and Diane Rubin of the YM-YWHA of
Greater Flushing Single Parent Family Center.
- To the seven women who so ably representéd- their organizations in
) leading the pilot workshop programs -- Fredenia Butler and Faye Mitchell
(Day Care Council), Marilyn Tessler (Goddard-Riverside), Judith Berhun and
Marian Zamis (Samuel Field Y), Ellen Most (YM-YWHA of Greater Flushing),
and Peggy Arroyo (Single Parent Family Project) — we offer both our

collectively these women were remarkable for their achievements -as
- workshop leaders ahd for. their dedication to the program's goals. We
consider ourselves very fortunate to have had the opportunity to work with
them. ' " \ :
Special acknowledgement is also due A0 our .consultant, Dr. Stanley:-
* Kogelman, Director of Mind Over' Math, not only for his substantial
contribution to the content of the:program's math component, but also for
the cheerful and tireless creativity with which he conducted this session at
the workshop leaders' training meeting and at each of the five participant
workshop sessions. ‘ o ~
Then there is our own staff, whose spirit and energy allowed us to
proceed at the usua] hectic pace without sacrificifig quality or good humor.
Ms. Wendy Geringer and Ms. Abbe Jean Brownell collected and reviewed
books, br%chures, and booklets, and also put together the early- autlines from
which the program syllabus evolved. Ms. Geringer also wrote the original -
drafts of many of the program materials, -questionnaires, and evaluatidn
»  instruments; conducted field observations; tabulated questionnaire and
evaluation data; and assisted with the final revision. of program and
materials. B ‘ '

. 44

) " . ~
Y feg,

gratitude and our congratulations for a job well “done. - Individually and **°

BN S



¥

S

——

\

Ms. Ruth Roman-Marrero, in addition to setting up our accounts, typed
all of the original program materials, struggling through a series of semi-
illegible drafts and our many changes of mind with her characteristic calm

~anpd fortityde. As a new addition to our staff, Ms. Karen O'Brien took over
the project's administrative details and was responsible for preparing this
repart and the revised.syllabus and magerigjs for publication, '

Special mention is alsg due to the Organizations that helped us obtain.
materials’ that contributed to the pragram's effectiveness, namely; the
Cp,n?mgr Education Resource Network (CERN), whose specially compiled
biblidgraphies™ed us to resource materials used in the program's design; and
the New York City Department aof Consumer Affairs, Consolidated Edison,
the New York Telephone Cofnpany, and Citibank, N.A., all of* whom
contributed supplementary participant materials for the workshops.

Finally, a very special acknowledgement is due to the women who
participated in the MMAY workshops for their remarkable contributions. Their
commitment to their work and their willingness, to invest theit time week
after .week and to share themselves and their ideas with each other were
perhaps the most important ingredients in determining the project's success.

. N - <

. Ll

o, . : Barbara R. Heller

_Carol Florio

144



¢

TABLE Of CONTENTS

FOREWORD ............... '
)ACKNOWLEDGEMENTS
TABLE OF CONTENTS...ccotsteinsensrnnions

Identification and Selection gf,Cooperating
" Community-Based Organizations....... pessesranne .
" Qrientation/Planning Meeting...... vervssseessesssssaans
"Development of Workshop Syllabus and Materials....
WORKSHOP CONTENT.:
Attitudes Toward Money, Money Management, and
Math ........... Pecscssesseness Sebeeorresnsnsnsanannes ereecensense
ST Constructmg a’'Personal Money Management Plan... |,
Choosing éhecking and Savipgs Pl'ans.m ...... soesreserns
* Managing Credit...ccceeeereenennnns .
PROGRAM IMPLEMENTATION

* - _ Leader Trammg

Part1c1pant Workshbps ................ eesnserensnnens Vesessnns
PROGRAM IMPACT vuuruecrrssinsseensensenssssssssssssons vreenrerans
Cooperating Organizations......ssiseeecesseeserssnesns Teeee Ve

Workshop‘Participaﬁts .......... esbessrnnsnannnne beesssesrnnns
CONCLUSIONS AND RECOMMENDATIONS............ ooreses
APPENDIX A Onentatxon/Planmng Meeting Agenda 3
'APPENDIX B: Workshop Session Outhne .......... heseresennsans
APPENDIX C: Interest/Needs Questionnaire ahd i )

' Responses to Selected Questxons. connraeenes .
_ APPENDIX D: SYLLADUS e vvesresrrseesrerenrsenes cererennns S—
APPENDIX E: Partxcxpant Matenals Developed by
CASE/IRDOE for the MONEY -

MANAGEMENT FOR WOMEN’, program.....




.r

-~
N

4
i

A ’ . .
I. INTRODUCTION

. iy

The conventional view that limits womarn's role to that of wife and
mother and her responsibilities to homemaking, no longer reflects reality. A .

woman today is more apt to be a wage-earner than a full-time homemaker, to

be single and living alone or & a single head of household than to be married -

and living with a husband ' :

E]

o As woman's contribytion to the economic well being of the famlly

1ncreases s0 too does her need for financial planmng and money management
stlls. Banks, stock brokerages, insurance compames, -and other financial-

mstxtutnons, recogmzlng the discrepancy between vomen's growmg workforce

-participation and/helr experience in managing personal financial affalrs,
have targeted yomen as a poténtial new market for their services and are '

now developing seminars, brochurés, and advertising campaigns .especially for -

them. Typiqally these efforts provide welcome information on speci‘fic
‘ -
financial topics, such as tax-sheltered investment opportl’.lnities/ and estate

planning. While information of this sort may meet the ‘needs of the relativei’y

small number of women already familiar with financj lplanmn con eptsand -

language, it often has little applicability--and therefore makes little -sense

and is of minimal benefit--to the majority of women who are neither aware

of the number of factors that enter into personal financial planninaé ner at Aan "

income level to take advantage of them. In other words, the preponderance
of financial management pr(;grams and materials available for ‘women today
tend to assume a higher level of income and understandmg (and self-
confidence) than most women possess,lncludmg the ma;orxty of lower-income

women, for whpm financial problems are more severe, mistakes more costly,

1- - . -
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and the rieed for skills to manage their limited resdurces most pressing.

In 1980-81, with funding from the Otfice of C0nsumers' Education, the
CASE Institute for Research asd Development in Occupational -Education
desighed and implemented the' MONEY MANAGEMENT FOR WOMEN (MMW) o,
program specifically to provide lower-income women with financial planning -
information geared to’ their,m{rrent tevel of u‘nderst'anding and financial Cy
gxrcuMstances * ) . - ,
This one-year project had tweo broad goals- '

° \0 develop a model consumer-educatton program that would

-

_improve the money management competencies, 1ncluding math

skills, of lower-income women; and !

o 10 test the efficacy of community-based organizatiops as agents

>

-~ in the regular de}ivery of consumer education by actively
involving them in the implementation of the MONEY
MANAGEMENT FOR WOMEN program. ' '

"+ . Toachieve thesp §oals, our objectives for 1980-81 were to:

° develop a competency-based minicourse in pefrsonal money
management specificaily for women. ’ 5
;@ ' recruit seven community organizations to sponsor workshops
based on the minicourse. N
e train_two staff miembers from each i)articip,ati'ng organization to_ -

lead a MMW workshop series, and ovérsee the implementation of

™
[

the program i"ﬂ? community settings.

The proéram consisted of two major components. Both involved
training. The first was a series of training meeétings for emp’oyee's. o
community-based organizations that provided them with {(a) generi¢ group
leadership skills, (b) theoretical and phxlosophlc background in money and its b,
management, and {c) session-by-sessgpit waik&throughs of the strategtefs and ‘
materials they then would use to conduct a workshop series for partxcxpants ' J
The second component, initiated after thg third leader training mee\‘ng! was )
a m?lti-sessiqn program for women served by each cgoperating agengy but’ '
specially reqruaited for.the MMW project, fed by the agency personnel e had
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n, ;he cooperating organizations, t e
workshop leaders, and _the women who participated in the workshops; a d
dxs,ous\es recommended modlﬁcatxons of the MMW model.

r

/ " II. PROGRAM PLANNING AND DESIGN

LY

’

During the first half of the project year, staff time was devoted to two
major tasks: -the selection of fommunity-based organizations that woulq,
participate in implementing the program, and the development of course
content and materials for the program's leader-trammg and participant-
workshop components. )

While many of the act1v1t1es involved in these two tasks overlapped
chronologically, priarity was given to the selectlon of community
organizations to insure there ‘would be ample opportumty for them to
contribute to the program's design.

IDENTIFICATION AND SELECTION OF’ COéPE‘RAT_ING COMMUNITY-
BASED ORGANIZATIONS. - L

¢ During the ﬁrs_t two months of the pro'ject', we identified appr'oximately‘ «
.50 community-based organizations as potential hosts for the MMW program.

Lists of organizations were generated con the basis of personal staff contacts
and in cooperation with the New York State Bureau of General Continuing
Education and the Natignal Self-Help Clearinghouse. Typically, these
organizations felll into three broad categories: Y's, neighborhood or,
settlement houses, and self-help orgamzatxons addressmg the needs of special
subpopulatxons ‘of ‘women (e.g., dxsplaced homemakers, battered wives, smgle
parents). i ’

/

!
. Y .
To select from among this large number seven organizations that would

3
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.institute the program as a regular-offering, the following criteria were used:

to be able to mount a egcce;sful demonstration of the MON'EY‘ -
MAN(AGEMENT'FQR WOMEN program in 1981 and also most likely to

1.0 Institutional stability, defined as organizations with an on-going
operation for two or more years, and a permanent core of paid

{ employees.

not wholly dependent on public financial assistance) and interest

.V \ 2. At service to MMW's target populanon (lower-income women .-
B

in expanding the range of that service., \g‘n
3. }Khty and willingness to absorb the cost of freaing twofgrpale
staff members to be tramed as leaders in the conduct of a MMW, "

workshop, as well as cooperatmg in‘the recruiting of partncnpants,\

-

and in providing facilities for a workshop.

Information about target pepulations currently being served and about
the adult programs currently being offered was gathered from.the Y's and
self-help groups by phone or letter. Initial contacts with New York City's 37 '

heighborhood and settlement houses (which we surmised would constitute the 7
/

* majority of thg/ project's cooperating. institutions), were through” “their !

ency, United Neighborhood Houses: United Neighborhood
siastically endorsed the pro)ect and dissemipated information

coordinating
Houses ent
about the program to all neighborhood and settlement house directors.. After
tiks \,:arm reception, however, our followup phone calls to the individual
organizations during the early weeks of ‘December mtroduced us to the
following chill reality:

" YES...directors felt the program was: . -
‘ -an excellent idea -
-very much needed by the women they servea

. ‘ -SOmethmg they would like to offer

. A

CL
BUT...' . )

-their staff was small and seriously ojercommitted

o N




o
*»

" _they were finding it difficult to provide even their
traditional social services : ¥ _

-adult education programs, when offered,' were

_ -taught by outside volunteers

¢

IF HOWEVER... A
-we wduld run the program for them they would be_

delighted to provide the facilities, - ° a7

Although we had anticipated some such response?rom a small number
of houses we had not expected that virtually all orgamzatlons‘ pro(qdlng socf;l
services to lower-mcome populations were operat{ng on shoe-string budgets
and staffed by so few employees, most ofc whom were h1red w1th special
project funds to provide spe7c1f1c serv1ces. This situation poses a ‘severe
problem for agency directors who wish to try out non-funded programs like\
MONEY'MANAGEMENT FOR WOMEN, since reassigning staff to implement

- 4them would mean cutting back the level of mandated services. Generally,

A}

the best a director can do under such c1rcumstances 1s to promote the new
pf'ogram with such enthusiasm that staff members will volunteer to take it on
in addltlon to their regular responsibilities. Until adult consumer educatlon -
programs are recognized as a service as essential and worthy of fundlng as, -

for example, recreatlon, social serv1ce organigations w1lllbe hard-pressed to

make staff available to 1mplement them on a regular, on-going basis.

Howev\e\r, in spite of this umversal problem of staffing, by t'he start of -

the calendar year we had identified 12 organizations that met ali but one of
' our criteria {ability to pravide two workshop leaders) and whose high le\/rels of
interest sﬁggested good working relationships: " mine settlement houses, two

YM-¥WHA's, and a coordinating agency for singl‘e-parent:self-help groups.
\ :
B o

» -

ORIENTATION/PLANNING MEETING
"These twelve organizations were invited to send represent3tives to an

OFientation/Planning meeting at CASE's officds on Januaty 2lst: The

®
s




the program might be 'structured fof be as workable as nossible for the
cooperating orgamzatlons. In addition to outlining\ our mutual
responsibilNjes, we were also concerd;ed with obtaining feedback’oén the
tefitative course outline, assuming that agency representatlves would be-
conversant with the needs of the women they ant1c1pated would particlpate in -
their workshops. (3ee Appendix A for meeting agendg). .
- The general meeting resulted imseveral progratn modifications:
e The two-leader fequiremént was wajved td allow participating
organizatigns the option of sendmg either one or two staff
) members  to "be trained to conduct the partncnpant-works@p
» eries. Our original plan to train two representatnves per agency
- jvhlch would ~sllow shared responsibilities, mutual support: and
backup, and-after the grogram,. leave each agency with a cadre of
~two people trained and experienged in the program was
regrettfully changed to c%mply with practical constraints.

» "
/ ¢
. B 4 N .
e The number of workshop sessions was reduced from eight to six, .
- : -
and ‘the length of each session was reduced-from three/ to two
. . . - 3 .
hours. The consensus of opinion among agency representatives

was that . the or@ginally" proposed 24-nour',- 8-session program

« 7 gonstituted hn excessive time commitment from workshop

participants, particularly if (as would most likely be the case)
\Nrkshop sessions were held on weekday evemngs when most

. participants would have already put.in a fuli day of work. To

. ‘accommeodate their views, we reduced the number and s)hor'tened

)

bad .

. the length of sessipns.
o ‘ G ;

e Leader-training meetings and workshopgessions were rescheduled

participating agencies were currently offering programs
specificall); for the target audience we hoped to recruit, they

-

to begin in April rather than in March.{ Since few of the potential \
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requested addmonal time td reach out to approprxate partxcxpar}ts
N - B S . :;: L3

o The scope (content) of the workshop prograin was narrowed

Cutting the workshop series from a total of 24 to a total of 12

hours obviously meant thege ‘would be less time to de%ote o each

program topic. To allomfﬁcxent time to thoroughly cover the

10 topics agenc representatwes and- pro;ect staff deemed most

crucial, sevekal other toplcs, such as 1?surance, were eliminated.

A Appendix B ontams " the agreed-upon final workshop course

.

~

outline. K , !
The planning meeting also enabled“us and the agencies to select;' those -
who v'/oulAd participate. It was mutually agr,eed that the following
orgamzatlons would be involved in the 1980-181 MQ&/ program
DAY CARE COUNCIL OF NEW Yoﬁk INC. . -
GODDARD:RIVERSIDE COMMUNITY CENTER N
LENOX HILL NEIGHBORHOOD ASSOCIATION '
. SAMUEL FIELD YM-YWHA"(Singlé Parent Center)
- SINGLE PAQ*T FAMILY PROJECT
UNIVEBSITY SETTLEMENT HOUSE : \

- '\ )
YM- YWHA OF GREATER FLUSH@\JG (Single Parent Family Center)

By early March, all plans had been finalized: each organization had
chosen it's workshop leader -or leaders, a firm schedule for lead r-traxmng
meetings had been agreed Upon; and non-conﬂxctmg dates esrt/l:ll‘}gd for-

each of the seven agencies' six-session wor’kshop series. P

) .

DEVELOPMENT QF WORKSHOP, SYLiLABUS AND MATERIALS
'During gr:e time that participating organizations were b’léing identified,

workshop leaders chosen,.ﬁﬂ scheddles being arranged, project staff were
also compiling matetials and developmg the syllabus for the workshopq
«, program. This incluyded ordermg and collecting materials already in prmt, .

designing exercnse\for each content topic, and preparllng a Leader's Guide for .
$ 2 ’
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) enagle thegm to

each session.
‘ The overall purpose of the MMW workshop program was to introduce
iower-income Wwomen to information, concépts, and techniques that would
ncrease their competence as money managers,, and to do so in
a way that woulg help each workshop participant acquire the finance-related
camsumer skills and cohfidence to:
° analyze her personal and family goals, values, and priorities as
they relage to financial planning . '
o understand planning as a process (setting goals, de;termming
objectives and prlorities)
e approach numbers without fear and handle basic arithmetige‘
manipulations
e construct a short-range budget that realistically expressed her
. values,-met her established priorities, and moyed ‘her in the
) direction of her goals ¢ ’
e acquire a workable understanding of the language and concepts of
" basicAinancial transactions
o apply principles of effective comparison shogping
e evaluate and modify her personal or family financial plan to meet

changing social, economic, and personal%'ircumstances.

With the ob)eCtives in mind, we estab\shed four criteria f or program
content: A Lo .
(1) It must directly promote the program's general goals for participants.
Meeting this- criterion meant isolating and incasrporating the topics and

elements that constitute the basic building® blocks of personal financial

management. Here we were guided by tradition both in the choice of broad
topic areas and in their sequencing -- beginning with the 1dentmcation of
personal financial goals, moving thl’ough five stages of budget design- to

buying on credit artd borrowmg money. :
. 20

>

LY

s

(2 Content must be relevant to the lifestyles, Thterests, and financial
circumstances of MMW* intended audience. To design a program that would

-
.
etm
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o
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most etfectlvely meet audxe'nce needs, we began with a set of generalxzed
assumptxons about the women who might constitute this audience. These
assumptxons were based on our own ekperience in ‘working with similar
groups, on 1nforma*txon and insight$ shared with us by community orgamzatxons
that worked \\iitn-them, as well as information provided by women themselves

in response to a questidnnaire survey distributed, by the cooperatiné

‘ commumty agencxes to potential partxcxpants during January, February, and

March. (See Appendix C for a copy of this instrument.) Together, these
sourcef/%ested that in ~general, women who would participate in the MMW
progran would ‘

- see themsejyes as passive payers of bills rather than as-active
. managers of their money

be concerned about making do as best they could thh the money

available to them, ‘but have little or no fammarlty with the

techniques and tools that would make it easier for them to do so

‘handle, their financial adfairs on a short-term (day-to-day or

erek—to-week) rathev-"tnan on a longsterm \(say, year-to-year)

b sis‘ ir . . .

- be unaware of exactly how they were presently spendfng their
income (i.e., didn"t know "where their money went") ’

- ,undere.stimate. the number of options available to them and the

impact of these options on the cost of goods and services.

+

(3) Content would also need to motivate and maintain participant interest
.since enrollment in the 12-hour program would be voluntary and no tangible
incentive (credit, for example, or certmcatxon) for participation would be
offered. ' - -

(%) F’inally, content must addresss attitudinal barriers that often block women
from . at:hieving, or even seeking to achieve, greater skill- in money
management. ‘Rej'istance to dealing with numbers (more prévalent among
women that men) is one such barrier. Sex-role stereotyping is another. The

subtle effects of social conditioning that definé the nature of a woman as a-

v -
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economic may well contribute fo the hesitancy, and often the afger;

ahifested by women who by choice or necessity assurne a greater deégree of
économic responsibility for themselves. While. no oné duestidns: that
exercising financial contrpl is appropriate for a man, there is no Such
cohsensus, even among women themselves, that it is equally’ {approp?iate

behavior for a woman. .

Another potential achievement inhibitor that we felt the program must
dddress was lack of self-eonfidence. Wornen, particulatly those with
relatively limited financial resources, often avoid (or resist) seminats or
courses on money managefment in thé belief that they are irrelevant to their
situation or, worse, béyond the scope of their comprehension. To counter this
belief, we wanted a program that would demystify both the concépts and the
process of money management. This we decided might best be dehe by
incorporating homily analogies and examples drawn from evéryday life to
illustrate new concepts; thoroughly explaining not only how, but also why
money managers follow certain procedur"es‘ (e.g., estimating incorhe, $8tting
goals, identifying alternatives); providing opportunities for &dch partitipant
to construct, step-by-step, a one-year maoney management plan of her own;

'givmg each. participant practice in dealing with numbers and Stlbpc)rt In

confronting her own math anxlety; using a peer-group workshbp forrat to
stimulate a high level "of audience particjpation and intefaction; and training
leaders in non-judgmental presentations that would promote imutual toleratice

as well as independent decision making. . .

. ! .
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1. WORKSHOP CONTENT
RKSHO '

L1

Guided by the design criteria MONEY MANAGEMENT FOR WOMEN
was developed around fouf major—cof\tent aréas: e A
, Attitudes Toward Money, Money Manage and Math
Constructlng a Personal Money. Managemmén




Cheosiné Checking and Savings Plans .
" Managing Credit X
.The remainder .of this section describes the topics covered in each of

these content areas, and some gf the materlals, although not necessarily in

the sequehce in which they were 1ntroduced In addition to the 34 worksheets °

And factsheets for participants which appear in Appendix E, arranged in

-sequence by session, project staff developed a sessmn-by-sessxon syllabus or

Leader's Guide (See Appendlx D) and recruitment and evaluation materials.

" Several worksheets-paper-and—penc1l exercises for use individually or in

groups ‘during the sessmn or at home--were adaptations of standard forms
(e. 8 those used to estimate annual income ahd expendxtures) Some of the
factsheets--readlng an\d)r?sﬁurce materlals-were compiled from information
drawn from other sources and reworded igr this audience. Most' of the
materials, however, were created by project staff to meet’ two important

needs' td provide- partncxpants with a record of the ma1n issues 'they

dxséussed, and to buxld in opportunities for actlve 1nvolvement, TheyTwere -

reproduced in sufficient quantities for djstrlbutlon to agency administrators,

group leaders, and workshop participants.
N

~

CONTENT "AREA A: - ATTITUDES L TOWARD MONEY, MONEY

MANAGEMENT, AND MATH

-, One of the characteristics that dlstmguxshes MONEY MANAGEMENT :

FOR WOMEN from many f1nanc1al planning programs is it's focus on the
effects of athtudes and bellefs in determining wo Jn's {and no doubt “men's)
interest and conjapetence in’ managing money., ‘

_In his Musings on Money,' Elot Janeway observes that '-'S‘«tance [attitude]
is everything when it comes g money"l. While that may be somewhat of an

FE

i ¢

»

U ad

Ehot Janeway, Musings on Money, New York: David McKay Company, .

Inc., 1976, p- 38. Emphasis added. P

1 '

—e

. .
s
: 17
. .
. -
.




2

~

_identify and evaluate alternative actions, and make inform

overstatement (knowledge and skill also enter in), tpe effect of attitude and”
expectation on behavior merits attention in any discussion of a subject as
emotionally loaded as money. 'Therefore, a number of MMW's activities and
exercises were developed specifically to help, p,artieioants explore - their - .
attitudes” toward money, toward working with numbers, -toward planning.
ahead, and toward the idea of themselves as active managers of, their money
and informed consumers of financial services. At the same time, we included '

“ strategies and exercises to enhance participants' confidence in ;}r ability to
13

decisions to
improve the/ir financial ¢ircumstances.

«

Feeling, Good About Myself. After a short introduction, MONEY
MANAGEMEI;IT FOR ‘WOMEN opened with, a simple exercise in which .
participants wrote brief ‘accounts of two occasions on which what they had
done or accomf)lisﬁed made them feel good about themselves. After sharing

-

these success stories w1th their group, they were asked to recall angther - .

- instance, this one 1nvolvmg money, when they did or accomplished something

LN

that made them feel good about themselves.

In addition to focusing' attention on participants' past successes'and
.demonstrating that everyone has’ defxmte eelings about money, the Feeling
Good exercise (see Appendnx E) was also an excellent ice breaker and helped -
establish the chmate of muytual support we intended the programr to
encourage. AN 'ui/" .

Followmg this exercxse, there' was a general dxscussxon of partlczpa.nts'
attitudes towa,rd money and how these compared with women's attxtudes as
reported in the llterature, their experiences thh money as children, and the
current methods they used to ’deal with money. Several factors emerged
from thls discussion as common}y contnbutmg to womef's uneasy feelings
about money: lack: of trami‘hg ‘andfor. experience in handling money;
association of money with such negative cu‘cumstances as parental worryy
family arguments, struggles for control dislike of: workmg with numbers; and
a lingering sense that financial mattens are really supposed to. be handled by /

r

men. o

IS

-
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Our purpose in encouraging participants to voice their negative (as well
as positive) feelings and to examine how these undermine their w1llmgness to.
attempt and follow through in -actively managmg their money, was to clear
the way for a more, neutral, less anxiety-laden view of money and money
management. °

One way to erode the awesome power people often attribute to money
is to defme it as a personal tool or resource. . To reinforce this view, a
worksheet (i.e., an exercise for - -participants) on barterlng\ was used to
1llustrate the similarity petween, smoney and one's personal resources of skill
and_time--all can be traded for goods and services. A similar parallel was -
then drawn between the methods women use to manage their time (to insure
everything gets to the table on time for a hohda)uneal, for example) and-
those used in money management. Our intent was to help women recognize

that they aJready possess the generlc management skills that, are needed to

perform as a money manager.

3
What a Money Manager Does. A factsheet was used to introduce a

money manager's four basic tasks: understanding her values and goals;
Planning for what she wants; keeping track of her money; and knowing her
options and how to evaluate them. The ﬁrst three of these tasks were
discussed separately at different points in the program and are included in
the following description of "Constructing a Personal Money Management
Plan". Discussion of the money manager's fourth task --knowing her options
and how to evaluate them -- began in Ses;ton #1, but because of its essential *
role in -decision making, this subject was reintroduced throughout the

program whenever decnslon-maklng was considered.  ° .
§* . h

.

Consumer Choices: Exploring Options. Thinking in terms of

-

- alternatives was introduced initially by a factsheet that detailed a wide rangeg
of options available to a consumer who wished to buy a book, a jar of
mayonnaise, or telephone service. The purpose-of detailing these % optnons was
to_convey in a concrete way-(a) how few of all of our possible alternatives we
typically consider, and (b) how the C,?Et. of goods and services often depends

.13




on how they are packaged: where they are sold, and wken they are purchased.

&
©

Money and 'Math. Money management inevitably reqlires a willingness

deal’ w1th arlthmetlc. We. believed that one way to counter attitudes
toward math that might,potentially hampér participants' efforts to become

better money “managers would be to provide an opportum;y for them to

' explore their feelings about dealing with numbers and to reviéw the basic

arithmetic processes that are®most often used in money management. To
accomplish these goals, an experienced 1nstructor of mathematics and leading
expert in math anxiety was retained and ‘two program hours set aside in which
an_informal, Tow-key dialogue could be carried on between participants and
mathematlcnan. This program' segment began with an acknowledgement that
many people'are uneasy about dealing with numbers followed by discussion af
participants' experiences in learning math and how they currently felt when
faced with dofng it. Next participants were presented with a’problem drawn
from everyday life in which doing math was necessary to determiné the most
inexpensive course of action. Thijs Typical Problem also provided the context

for a detailed discussion of the properties of fractions, decimals, and
percentages. Finally, a factsheet, Math Games, was used to illustrate ways
in which people unconsciously undermine their own confidence and efforts to
do math .

: {
CONTENT AREA B: CONSTRUCTING A PERSONAL MONEY

MANAGEMENT PLAN

¢

This general content area was divided into five parts and constituted
the bro_gram's “technical core." . ' g

»
L4 PR

‘Part l‘~ Determining Financial Goa!s-and Pnoritles.

Explicitly stated financial goals can make the dlfference between an
effective and an meffectlve money management plan. The ratnonale for

personal money management plans is to assist people in marshalhng their

financial resources to achieve specific ends, whether it be freedom’ from
ebt, yearly vacations, dining out on a regular basis, or schooling for self or

vt - v
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goals as concretely as possible..- . :

childten, WlthOUt a purpose, ‘a plan has no direction, and without a goal that

" /" makes change worthwhlle a budget becomes merely a gollection of onerous

constraints and’limitations. Because translatmg dreams and hopes into
prhcnt goals or "I want" statements is a dlf'flCUlt process, we designed two

activities specmcally to help partxcxpants def1ne their personal fmanClal

. “
- t. . A .

/

.homework problem: to descrlbe how they would spend a hypothetical lottery

) prize of $10,000. When participants reassembled for Session #2, each read

<

her list aloud. The group then sought to discern what underlymg goal each
listed item might suggest.. For example, for a listing that read "pay my
outstandlng bills" partlc1pants inferred "being free of debt" as a llkely goal;

art a savings account" prompted .interpretations that ranged from
';:hnaal security" to "buylng new furniture,"” and a reoogmtlon that to
understand this goal it would be decessary to know what the money was being
saved for. ‘ . T

) S

The intent of this exercise was three-fold: (a) to stimgla-te participants'
thinking about their personal financial goals and to demonstrate how things-
they wanted ‘to have or do ‘fered clues to what those goals mlght be; (b) to
emphasize that there are no right or wrong goals, and (c) to demonstrate that

people typically have a number of financial goals.

I
~!

My Fihancial Goals. The second goal-clarification activity centered on

a worksheet which llsted some 20 common financial goals (e.g., buy a new
car, go to the movies regularly, invest in job training for myself, own a home

*of my own, not be in debt). The purpose of  this exercise was to help

-

participants more narrowly define what it was they most wanted -and to

establish ptiorities among their goals. Participants 'were asked to check

whether each item on the list was "Not at all Important”, "Somewhat
lmportant," or "Very Important” to‘ them. Then, of the items they had

checked as "Very - Important", participants' were asked t!select ‘the three"

. Most Important of a.ll. The group dlSCUSSEd their thrge Most Important goals,

/
¢ . 15 . "

LY

The Lottery. At' the- closé of Session #I participants were given a >




and why they had chosen them. Explaining to one another why cettain goals '
they had 1nmally considered Very Important were not among the top three
was an- extremely useful strategy for enablmg -each partncnpant to

demonstrate to herself ana others her ablhty to rank her prlorltles and to see~

-
how these, in turn, related to her values. o~

L) -~

3 L - : e
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Negotiating leferences. Unless one lives -alone aipersonal money

management plan will usually need to take account of tﬁ’e goals of other

members of the famlly And if, as is llkely, famlly members have dlfferent

goals and therefore dlfferent ideas about how money . shotld be spent, there
'l

witl be a need to negotiate mutually acceptable solptlons when conflicts arise

- * . - % L

over how money is to be spent. . RS T :

< < -

We felt that this sltuatnon provided an approp‘hate context ior another

‘demonstration of the value of developing and evaluating alternatlves - in: »

this case, alternative tactics for dchieving agreement between people with N

conﬂlctlng ideas about how to spend money. - .o .. .

s

To elicit examples of the‘ various strategies® people use to resolve

'differences, participants were’ palred and.asked to pre‘tend that they were

members of the same family. Holding to the three ggals each had. decxded

earlier were "most important" to her, each pair ‘was to reach a mutually

satisfactory agreement on how they would spend $600, After 10 mlnutes .o

each pair of participants described how they had arrived at the1r SOlUth[]

©

Common alternatives included: ! T T -

-

e taking turns — one pérson gets what they want now by agreelng to

° m/mg in -- one person simply gives 1n té the other's wishes.
e setting priorities -~ one agrees that themther's need 1s currently .

more impottant than her own. * T, -
#~ winning ther over - one member's convincing arguments wins'the

Y

other over to-her way of thinking. c , .

LN

e trading off -- one agrees to 80 along with the wishes of the other -

in trade for some other form of compensation., e .
e changing. the tune -~ instead of each insisting on her orlglnal plan, .
they come up wlth a ne&« proposal that both agree on. ‘ .

16 ‘ .

allow,the othero to have her way the néxt, t1me money 'is avallable. .

-
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To dekonstrate“how results might dlffér dependlng on, the choijce of
strategy, pat1c1panl's were each ass1gned one of the six "negottatlon tactics"
and asked to explain how, using that strat\agy, a hypothetlcal family (mother,
father, teenage daughter, and\ younger son),mlght resolve their differences
% over how sthe family's savings should be spent and how that solution would
affect each member individuatly. , ¢
In addition .to again illustrating the significance of- identifying asd
evaluating alternatives, these two exercises also.highlighted the connection

F ) . . g . ,
between ‘personal goals and values and how what we buy(j where, and when'can
. * ~ ‘v’ . \d -~ “
provide a powerful set of clues as to what,we value or huld important. .
- . B ‘
S ) . .
-Part 2: Estimating Annual Income. Q

A-great many ‘Women handle mone'y ttgrs on a day-to-day, week-to-

week, oL, paycheck-to-paycheck basis, t{lorlng spending decxslons to the

amount of cash or credit currently avallable--or sometimes 'to the hope of
better times just around the corner. Few formulate long—range financial
plans, and many are unaware of how much income they are apt to have for
any given year. Dealing w1th money in this short-range fashion puts one in a
posmon very similar to-that of the near-sighted pedestrian thching his way

-along a heavily trafﬁckedrthoroughfare, constantly ducking apd dodging to

avpid bemg knocked over by obstacles that suddenly loom into view. ‘,

Short range vision can be as hazardous in financial affairs as it is on the‘
1ighway. Hapdlmg them w1th one's eyes closed can be disastrous. A long-
range perspective not only allows us to see and prepare for what we're ap‘t to

~

encounter further on, but to do so in way that keeps us on coutse toward our

. . A P
destinatiort? a : .

P ) [iersonal money management a powerful antidoté for short-’
cightednes: is estimating. Est'imat'ing the amount of money there wiil be to
work with dyring the year and_ how much will go where if‘current spending
patterns continye, provides a clear indication of what our year-end ﬁnancial
situation is apt to be. If that year-end plcture mdlcates progress toward é

chosen goal; fine. If’ on the other hand, it suggests we're {headmg in the ~

wrong d1rectlon, this early warning gwes us time "to replot our course -- to

A
* 1]
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-modify our spending, our income, or both.
We reasoned that introducing estimating as a tool that could be used to
. avoid unwelcome surprises would ie!p to- allay ‘participants"resistance to
. looking into their financial futures (for fear of finding thern;n even grimmer
than they suspected) and to strengthen their perception of themselves as
active money managers able to make changes and exert control to shape the
course of their financial lives. )

The 1ncome (and expense) estimation forms used by part1c1pants in
MONEY MANAGEMENT FOR WOMEN, listed standard inconie sources, but
were designed so that participants could calculate total estimated annual
Ancome (or expense)'by source according to whether it was usually received
'onge each week, each month,.each quarter, ‘or each year. This format
reduced the amount of time required to complete the estimating, and made
explicit the arithmetic manipulations needed to arrive at a final total.
Participants were advised to be as accurate as possible but when in doubt ta
underestimate the amount of income the} might expect to receive from any
gLven source. . v ‘

Althou

) participants would have to check their estimates'later against
actual recor

at home and make adjustments where necessary, doing an
inftial estimation during,the sessnon 1nsured,,khat through group discussion
. participants would identify all of their income sources, calculate the totals
co’hectly, and have an opportunity -to "ask questions and practlce this
technlque under super vision.

—

*  Part3: Estimating Fixed and Semi-Fixed Expenses. ~ * ¥

.-If women do not know- what, their total annual income is apt°to be, they

are even more likeiy not to recognize that a large proportion of that'incpme b

\15 already commltted to cover fixed and $emi-fixed expenses, - -and that the

-amount of money available for discretionary spending is therefore sériously
restricted. i :

To introduce the standard ”nethod used to categorize per$onal expenses,

< particlpants were asked to name as many expenses as they could think of.

Théir . spo'nses, recorded on newsprint by the group leader, were then
AN T C J
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examined to discover commonalities and differences. .The purpose of this

activity was to have participants provide examples that-would illustrate the
< 4

underlying differences among: .

-Fixed Expenses: payments of the same amount made accordmg to a

‘ﬁxed pre-arranged schedule (e. g, mortgage or rent payments, loan
payments); . : ] - .,

Semi-Fixed E&enses: expenses for "éssential goods and services that

occur regularly but for whlch the arfiount of the payment may vary (e. g.,

utllmes, phone service, food); and N

-

Dlscretlonary Expenses: items for which both'thé amount and the

timing of payments is at the distretion of the individual (e.g., clothmg
expenses, personal care expenses, entertammem:)..

Using their estimating skills ‘staff-des‘igned worksheet,

participants then calculated the total nurpbér of dollars that would be spent

and a

auring the year in every fixed and semi-fixed expenses category--one of
which was savings. N .

Like many peoplesa large proportion of the MMW participants tended
to assign savings the lowest priority -- to treat savings as a luxury of sorts to
1ndulge in only after bills were paid and discretionary purchases made for the
month. Includmg savings among tife hlgh-prlorlty fixed expenses was done to
prompt participants to re-examine their current ideas about saving and to
propose the notion that savings might be viewed as a way of paying oneself
-and of accumulating the means to achxeve other personal goals.

Before moving. on to the tOplC R discretionary expenses, partxcxpants

sum marized their work by deducting their total fixed and semi-fixed ekpenses

. from their total annual i income to determine how much would be left over.

This exercise was sm)ultaneously dispjriting and enlightening for a

majority of MMW participants, few of whom h®d ever considered, much less
calculated, how much of each year's income was dedicated to meeting on-
gomg expenses over which they had little control.” The ev1dengg that fixed
and semi-fixed expenses would consume one-half or more of*‘tjyiexr annual

income proved a shocking revelation tg many participants but one that helped

.

19" o4
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' ®xplain why they regularly felt they had so*little uspendable” (i.e.

. . , °? -
dis¢retionary)income. -

te

4
b3

. Part &: 'Estimging Discretionary Expenses. v

L v .
, Fixed and semi-fixed expenses, which involve regularly occurring

payménts of roughly similar size are fairly' easy to estimate. Discretionary
expénses, however, are far more difficult to project not only because each
mdu?IHu‘al controls how much will be spent when, but because the wide
varlety ‘of items covered by dlscretlonary spend1ng vary widely in cost and
the number of times they are purchased durlng ayear. - .

Three program activities were designed to help partncnpants impose
order on the chaotic d1vers1ty of discretionary expenses: (1) a personal
Expense Dlary, (2) a detailed examination of ~the types of items included in
each major dlscretlonary expenses category, and (3) "guesstxmatlng"
dlscretlonary spending for oné year. )

Exgnse Dxary. During the program's first sessxon, each participant was

. 'given an Expense Diary (a small notebook) in which"they were asked to'keep,

Y wig

‘for at least one month and preferably for the remainer of the year, a daily’

record of-all purchases they and other incdme-contributing. family members
made by check and by credit card as well as with cash. Although a one-
month record would be “insufficient for -gccurately projecting their annual
e;penses (s it would not show the fluctuations that normglly occur from
month 14 montlr and segson to- Season), it would wondeﬁ:%?m! wdth an
1dea of their actuaJ spenidi “gg patterns, demonstrate how relatively small"cost

purchases (e.g., newspapers, Iunchés, moyies) add up to 1mpressxve amounts of
over time, and each day focus partndqants' attention on the number and type

r

of purchases they made.

‘For a n\loney manager to keep track of her money, it is important that
she have a complete picture of her spending patterns. To aid perticipants in
estimating their discretionary spending, which consumes son'zewhere.be-tween
40 and 50 percent of the "average" femily's annuel income, a half-hour was

set aside to “discuss the wide variety of items that might be included under

LN

v
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the heading of discretionary expenses. The intenf of this discussion was to®

-
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introduce- a standardized system of expense classification and to provide an
opportunity for participants to question and refine that system to meet their

individual situations. - This discussion also redyced the amount of time
participants needed to 'cmmplete their discretionary expenses estimation
worksheet by clarifying what items fell into what categories, and enhanced
accuracy by suggesting the rhany types of items a particular category could
intlude (e.g., Gifts dnd Contributions might include, along with birthday,
grac{uation, holiday gifts,'and religious contributions, such .other items as

, E:ards, wrapping paper, raffle tickets, etq).

_When their worksheet were completed, participants cofnpared the
figurehthe{ had used to make their‘estim‘ates with the amounts théy had’
actually spent in one month as recorded in their Expense Diaries. We
reasoned that such a‘comparison would illustrate‘ any discrepancies between .,
their idea of how much they spent in each category and what-they actually

* were spending. Faithfully kept, an Expense Diary not only provides a check

to.improve the acCuraty of one's estimates, but also helps pinpoint areas in
which actual spending is exceeding one'ss pr

e_ﬁned limits.
Finally, each part1c1pant co e her tota{ estimated discretionary
expenses with the amount she had det ined earlier would be available for
discretionary spendmg and discovered, inevitably, that expenses were gomg‘
to overrun income. Desplte this dnsmal news, however, participants had’ now )
achieved an important money management goal: they had® constructed a
model of what their financial situation would be at year end if they continued
their current %endxng patterns. [f what they saw did not please them, they
‘now had all the "facts" and could make the decisions necessary to change it:
dec1snons about where. and how to trim this year's projected expenses to bring

them into balance with this year's income. &

. -
¢
.

)
Part J: Balancing the Plan.

The final and perhaps most important stage' in the development of a .
personal money management plan consists of detérming where to. begin

cutting expenses, deciding how much can be reasonably cut in any specific

expense category, and identifying alternative methods of gutting expenses.

» . . .
X .
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To determine where in their own plans they might begin cutting back,
partiC1pants, using a master list of expenses, were asked first, eo mark all
Categones in which they felt expenses could not or should not be cut thi€
year; second, to Select three categories from among those remammg that
represented expendiftdres which were very important to them; and finally, to
circle three categor?e&mgwere least important to them.

Participants then began the arduous work of balancing their money

management plans by adjusting their original expense estimates downward--
initially by 25 percent in their three least importan\categones, and 10
percent in others--until their plan balanced. Each adjusted total in turn was

sub;ected to a "reasonableness test": after calculating how much would be
available each month for all the activities or purchases in a category,

participants asjed themselves whether they would honestly be wmmg and able

to live widk’ this decision. For example, a participant who originally
tig#fted she would spend a total of $800 for clothing this year decides that
Clothing" is one of -her least important expenses, reduces her estimate by 25

percent, and arrives at an adjusted annual-total of $600. To test the
reasonableness of this, she calculates what that amounts to in terms of
dollars available for clothing purchases each month (m th:s case, $50), and
. "then asks herself whether in fact she is willing to limit -monthly clothing
purchases to this amount. If yes, she‘ adopts the new estimate and moves
onto the next category she intends to cut. If, however, 'she decides that this
$§50-a-month guideline is "unreasonable” she revises her estimate slightly
upward if she feels it is too‘fowg or still further downward if she decides she
can get by spending even less. ~ '
There is no quick way to balance a money management plan. No matter
what the size of one's annual income, adjusting spending so as not to exceed
" income is both difficult and time consuming. in the process of deciding what
wxll go and what will stay, however, a mdney manager gains a better
understandmg of her values and priorities, and builds a sense of commitment
to follow the gui&elines she establishes.
Due to serious time limitations, we 'kqev_v we would not be able to work
with each participant until she developed a balapoed plan. Our intent,
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therefore, was to provide at least the ingredients that would enable them to
‘ doéo on thejr own- a general phxlosophy, specmc techniques and procedures
" to guide their efforts, and an opportun:ty to practxce adjustmg at least several
.ongmal estxmates. . o

We believed, it important to round out this "technical” segment of the
program by r?e-mtroducmg the topic of options since the identification of
alterndtiver methods for cuttmg expenses is particularly valuable in solving
the problem of balancing a budget. To stimulate participants’ creativity in
generatmg ideas as to the many ways they might achieve thejr goals less
expensively, we proposed . four general strategies: substitution, comparison
shopping, cutting back, and elxmmatmg r

-To demonstrate how these strategxes worked, partxcxpants were asked
_ to come up with specmc examples of how costs might be cut 'in each general
‘ expense category using each strategy A consideration of substitution, for
example, prompted the suggestion that those who worked could cut food costs
by br1ng1ng their lunch instead of eatmg out. One participant estimated that
with this substitution she could save roughly $10 a week or $500 a year.

Cutting back -- consuming less: goods and less services -- calls for an
exammatxon of our activities in an an effort to spot where we may be able to
achieve savings by modxfymg our current habits. Cutting back on the length
of our phone calls or on the number of phone calls ,we make, for example, will
"'be reﬂected in reduced phone bills. At the same time, we can also look for
expenses that mxght be eliminated altogether. When using Cutting Back and
Eliminating strategxes, no expense item is too-small to escape the note of a
determined money manager. An Expense Diary serves an important function
here -too. It% may reveal, for example, that $100 a. year is being spent on
subscriptio ns ‘to magazmes that are rarely read. If so, magazine subscnptxons
may be’ expense that can be ‘eliminated with little pain and sxgnmcant
savings. . . .

Our intent in 1nclud1ng this activity was to ‘get part1cxpants thinking
about the cost cuts that could be effected in every' expense area, to
demonstrate that even seemingly srnall | savings add up to significant amounts

over time, ard to encourage partxctpants to think in concrete terms about

‘\\ R £
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how, by doing things differently, they might meet their needs less
© expensively.
(}ONIENT AREA C: CHOdSlNG CHECKING AND SAVINGS PLANS.
The third content area of MONEY MANAGEMENT FOR WOMEN
focused on the Consumer's -relationship with ﬁnancxal institutions. Our

~specific goals in this area were to demonstrate the dxfferences between
standard checking and savngs plan opnons, and the potential value of
comparison shopping .for such services. Materials and activities were
developed: (a) to encourage participants to examine how they most
commonly carried out their financial. transactions -~ by cash, acash
equivalent (money order, cashier or teller's check), and/or personal check --
and to compare how th&se methods differed in' terms of cost, copvenience,
safety, and ‘ease of recordkeeping; and “(b) to enabﬁe them to identify the
differences among standard types of checking and sav'ings plans and how the
same type of plan may differ in co$f and benefits from institution to
institution. ‘

&

Checking Plans.

A commonly held assumption is that a checkmg account is a checking
account is a checkmg account. ° Partxcxpants were led to question this by
considering that -choosing a checking plan actyally involved two decision.w
first, which type of plan best meets their needs; and second, which bank

packages that plan most attractively, - ?

i Benefits and limitations of three types of checking plans were’
compared - regular or balance\checknng,, specxal or econamy checking, and
the newest N.O.W. checking. Emphasis was gwen to minjmum balance
requirements, service charges and penalties, supplementary services, and, in
the case of N.O.W. account plans, lnteresr payments,

To demonstrate that an account is often packaged differently by
different banks, parncxpants with the same type of account at different
banks were asked to describe how thesr bank serviced. their checkingXlan.
This proved a particularly effective way of illustrating the range of possible

2. .

\ ‘\ 30 -

ey K 4




. differences. One group, for example, was surprised to learn that while one
member's specxal checkmg account was subject to a monthly service charge,
- and dnother's carr1ed both a monthly service and a per-check charge, a third
‘ member's account, at yet another bank, was totally cost-free. .
s Although convenjence and ava1lab1hty of other customer services are
apt to be factors that weigh most heavily in an individual's choice of a bank,
a careful money manager will also consxder the factor of cost and recognize
that comparison shopplng is as helpful an expense-cuttmg strategy in deciding
where to obtain financial services as in deciding where to buy a winter coat.
Before movmg or to a similar examination of savings plans, participants
.’/ reviewed the procedures for endorsing checks, writing checks, and balancing

a checkbook.

-«

Savings Plans.

Given the program's time constraints, participants' .interest in
) presenving‘and hopefully increasing their financial assets, and the popular
Ny confusion about savings plans, we reasoned that here again (as with checking)
our focus would be on savings options and the key factors to consider in
selecting a plan and a financiat institution. 7'

. Seven savings options for small savers were covered:, Day-to-Day
accounts, Cert1f1cate or Time accounts, Club accounts, Individual Pension or
X Retirement- plans (IRA and KEOGH), Company Thrift or Pension Plans, U.S.
’ Savings Bonds-Serxes EE, and-money market funds. Our intent in provxdmg
this survey was to_insure that participants not only were aware of-th\ese
/ . options but of their potential advantages and cfisativantages as well.

Five ‘factors were discussed as keyf to selecting the type of plan and
the figanci

istitution package that might best meet a participant's needs:
+ « @ irequency of interest compounding

. ' # minimum ameunt.of initial deposit and required size and timing of

subsequent deposits ’
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e supplementary services ,and/or privileges .availaﬁle to ac%nt
holders. . ' '

» 4 -

' CONTENT AREA D: MANAGING CREDIT
The content for the session devoted to credit management was

- developed to increase partxcxpant awareness of the value of managing credit
as carefully as they managed their time and money; - -to-examine how an
mdxvxdual established: and maintained credxt-worthmess, and to provide an
overview of the types of credit arrangements -and their potentxal costs.
Participants first considered what they felt was the primary advantage
of credit. Their answers echoed those of the experts. As participants saw it,
redlt'i chief advantage was that it enabled them  to obtain goods and
services before accumulating the cash needed to buy them and, therefore, to
enjoy their purchases as they were being paid for. Further, the ability to buy
now-and ‘pay later in emergencieg and in purchasing needed items when they
. were on sale was 4een as particularly helpful. On the negative side,
partxcxpants felt the primary disadvantage of cred1t was that it afforded an-
easy opportumty to overbuy and thereby to accumulate repayment obligations
“which, by tieing up future income, meant less money wold be left over to
cover normal; on-going living expenses. .

To establish a context within which the different types of consumer
credit arrangements might be usefully examined, we suggested that for all
practical purposes the world of ‘credit, could be‘ divided into two parts: open-
end arrangements, and closed~end arrangements. Y .

Among the types of open-end or "revolving" credzt arrangements (those
is which credit can be used again and again up to a prearranged borrowing
limit) discussed were the store “charge account, singie- and multi-purpose
charge cards, travel-and-entertainqent cards, and line of credit or overdraft
checking privileges. : ‘ ) :

In’ examtmng these familiar credit arrangements, stress was given to
the point that dependmg on how it is managed, open-end credit can be either
a cost>free or a cost-ly convenience. Four factors that contribute to the tost
of using credit were identified:
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when bills were paid ’

i}

percentage of the total balance pmd
rate of lnterest charged on’unpaid balances *

L0 o @ e,

method used to calculate nnance charg‘es

i
3 - ..

Most participants recognized that late and/or partlal yments would
result in additiongl charges being added to theit bill; a npmber knew what
rate of interest they paid on carryover balanees' but few were aware that

different cred1tors might use different methods of calculating the monthly

finance charge -- and that depending on the method used, the finance charge*

could vary by as much as 300 percent. A handout descrxbmg three commonly
used methods --adjusted balance, previous ,ba_lance, and average daily balance
- was used to illustrate this poigt. All creditors, by law, must state the
method they use to calculate finance charges. An informed consumer, in her

role as money manager, will make it a point to consider this factor carefully

before signing'a credit agreement or using a credit account.

' Unlike open-end credft, closed-end credit arrangements . (i.e.,
installment plans and loans) require that a specific sum be paid back régujarly
according to a prearrdnged schedule and always include the payrr:f:t\of

Interest. ')
After reviewing the general characteristics of installment PTans and of
various types of loans (e.g., passbook loans, life insurance loans, bank credit-

card loans, and unsecured personal loans) conversation shifted- to hoWw”

comparlson shopping might minimize the cost of closed-end credit.

“Thanks to Federal law, which requires creditors to state credit costs in
terms of the Finance Charge and the Annual.{or Effective) Percentage Rate
(APR), consymers willihg to do their homewotk afe able to 1dent1fy the'bést
credit deal by comparlng the cost of credit from various sources. , Like
chec.king and savings plans, there are apt to be significant differences in the
price of a loan depending on where it is obtained and~how it is packaged.
Sainple problems were used to demonstrate how a comparlson of various
fma.nce charges and Annual Percentage Rates could help consumers decxde
-whu:h loan offer met their needs best._ M
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Participants examined such common loan sources as commercial banks;
L) 1 .

thrift institutions, credit unions, finance companies, life insurance

companies, pawnbrokers, a'nd--v)iih a strong cautionary. note--loan sharks, .

fb’c;léi'n'g on the types of loan typically available, the level of interest
charged; credit eligibility standards, and potential drawbacks.
The final topic--establishing and maintaining a credit rating«-included

" the role of credit bureaus in con:npiling and providing lenders \yith ron-

evaluative credit reports; the factors' creditors commonly weigh in
determining an individual's credit-worthiness (e.g., capability, or ability to

. repay debt; character; and collateral) as well as the factors that cannot

legally enter into this decision (e.g., race, sex, age, marital status; public

_assistance); and, finally, how to establish a good credit record and maintain it

-

by- careful debt management.

/

" The sequence in which the topics covered by the five content areas
were introduced is illustrated by the workshop program outline in Appendix B.
A more detailed overview can be, obtainéd by examining the sessidn-by-
session Leader's Gundes in Appendix D which, in addition to showing the exact
-sequence, time allstted and matenals used, also indicate thé specific
techniques that the leaderhemployed. group discussion, role=playing, leader

"presentations, simulation exercises, and pencil-and-paper probléms.

In all, MONEY MANAGEMENT FOR WOMEN is an amalgam of ideas,
subjects, issues, and concepts drawh from a wide variety of pubhshed
materjals, including primers in personal ﬁnancxal planning - (ég o Sylvia

Porter's Money Book, Sylvia Porter's New Moiey. Book. for thé '805 Jane.

Bryant Quinn's Everyone's Monéy. Book, H & R Block's Family Financial

Planning Workbook, fmancxal articles from The New. York Timés, Business

" Week, a“ﬁB*Money, as well as 'booklets and reports published by the Federal
. Trade Commnsnon, the ;American Council oh Life Insurance, the U.S.

Government Printing Office, the Cooperatwe Exterj:szo’n Service, the National

-
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\.’4‘ bxbhographxc printouts provxded by CERN. . .

A v

among others. Of the 'publications analyzed during the project's, curriculum

) development phase, roughly one half were identified with the assistance of .

IV. PROGRAM IMPLEMENTATION [ -

\ , '

. The implementation of MONEY MANAGEMENT FOR WOMEN consisted
of two distinct, overlappzng stages. The first stage--leader’ training--began .

e the week of Aprll~6th and ended the week of> May 23th. The secénd stage --

. ] conduct of partxcxpants' ‘workshops -- began the week of Aprxl 20th and

concluded the week of July 6th; one additional workshop series was conducted
in the Fall 1981, and will not be treated here.

-

LEADER TRAINING
The project's leader-training component consisted of a series of eight

N three-hour meetings held on consecutive Tuesdays from .9;00 a.m. to 12 00

noon at CASE's offxces. As expected, the women "chosen to' conduct their

2 : or, amzatxons' p programs had had little or no experience in leadin
. (e OrgaN g 8

groups. The trammg component therefore was desxgned S0 that the first two
' meetmgs could be used exclusively to or1ent~ these women to the program and
to their role as a workshop leader.

Led by a staff tramer, the first two traxmng meetmgs concentrated on
the program's purposes, phzlosophy, and structure- the admxmstratwe details
mvolved in sétting. up their workshop ser1es' on group dynamics; and on

" program materials and supplies. All subsequent meetings (three t‘hrough
eight) provided leaders W}th a structured walk-through of one complete
. workshop session (with meeting -three focused entirely on the content of .
» workshop session #1, meeting four on the_content of’workshop session #2, afjd
so on). This stratégy had the advantage of enabling leaders to exp_erience the
" session as their workshop participants would, and at the same time,
, observing the staff trainer, to see the mechanics involved in conducting it.

.

~
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Lil<e the women who would participate in their workshops, leaders were
led through a substantial amount‘ of. new infoggation at each’ meeting.
However, unlike the actual workshop participants, at the beginning of each
" meeting the leaders’were given a session guide--awirtually complete script of
what was done when during the sessign, as well as indications of how and why.
Leaders, therefore, not enly drrectly experienced how the staff trainer ranL‘
each sessiﬁn -~ but were. also able, with script in hand, to question and
comment on content and presentatron and, in this way, to fine tune each
~ session before they delivered it to their own, workshop groups. ’

A week before the f’lert leader-trammg meeting,’ Lenox llill
Neighborhood - Association inférmed us that they would be unable’ to
participate as planned due to staff overcommitment. The timing of this
notize did not" allow us sufficient tim€ to recruit and mobilize another
_organization, and thus reduced the number of participating o‘rgamzatrons
from seven to srx, and our leader group to nine. (Three of the copperating
orgamzatlons were able to release only one staff member to run their MMW
workshop.) After the second training meetlng, the pr1mary leader from
University Settlement was hosprtalrzed, leaving eight women to complete the .

leadershlp tra1n1ng component. -

PARTICIPANT WORK:SHOPS /.
The context or setting in which an educational program is conducted

can either\contributeﬁ to or détract from its effectiveness. To insure that’
despite variations in physjcal settings and -leaders' styles women would find
partrcrpatlon in the program as beneficial an experience as possible, we chose
- to deliver-MMW as a peer-group workshop. The cholce of this format, with
its strong emphasis on women teaching women and oh mutual support, was
appeal'm’g for several reasbns: it expanded the program's resources -- for
. part1cxpants would-contribute as well as recexve' this approach is rooteg?\a
posrtwe Jearning model that builds on the strengths ‘of the learners an

induces active learning; and it's more fun for the participants. R

Each of the five orgamzatlons which 1mplemented the program in the

Spring scheduled their workshop series to begin late in April, immediately

* )

30 " =

J

“ 36

&
-




G

.COOPERATING ORGANIZATIONS

1

- -

'{ollowing the third leader-training meetling.l This was done intentionally so

" that leaders would have each session's matetial fresh in their minds.

Four organizations held workshop sessions once a week (three on
weekday evenings, oﬁé on Saturday mornings) for six consecutive weeks,
thereby completing the series by the end of May. The exception, the Day
Care Council, held sessiofs once every two weks and comple.ted the program
in fid-July. ’

At our suggestion, enrollment in each workshop series was limited to 20
women to allow opportunity fgr active participation by each -individual.

N A 4 . . N L . .
There were, in total, 80 regular attenders, not including those participants
B «

who attended fewer than haif the sessions. Interestingly, program attendance

seemed to reflect the enthusiasm of the leadership and in three cases the full

complement of 20 women showed up regularly. ’ .
-/ . . : .

© ~ d . L)

. - V. PROGRAM IMPACT -

This section of the _report: deals with the effects of MONEY
MANAGEMENT FOR WOMEN on the two groups involved in its
implementationza the cooperating community organizations and the leaders
and otl’1e.r women who participated in the pilot wor'kshop demonstration cycle.

‘

- Five of the six community organizations that took part in the MMW
project now have both the material and the in-house expertise that will
N « - . . LERR ] . . 3

enable them to add MMW to their program offerings on a regular basis. (The

- ‘ »

[

-

v v! . ~ -

lI,Jniversity Settlement did not participate in this ‘cycle of workshop
demonstrations. Although vdrious substitutes attendéd the -training meetings
and received all the program materials, the settlement house asked to
postpone their workshop series until the original leader returned to work in
late Fall. ) : : -
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.problems these and other social service organizations now face,

“ the workshop series this fiscal year (1982).

r .

Day Care Council has the sets of materials but lost their train!d leaders due
to forced staff cutbacks, at the start of the’yeag). Given the funfing

The staff members trained under the project to lead the workshop

" program not only upgraded their career skillsvas a result of the leadership

training they received -and the subject métter-expertise they gained but also,
as a by-project o#fheir experience, acquired a new level of confidence in
their ability10 direct special projects ard to work with small groups. They
also improved their own money management skills. Allvated their tralmng as
UVery Good" to "Excellent" and, as importantly, felt, as one woman admitted
with pleased surprise, that the participants "would rate me very highly as a
trainer." *
‘

WORKSHOP PARTICIPANTS . v
It was beyond the scope and resources of this project to develop the

quantifiable measures or conduct the type of evaluation that would assess
whether the women who agtended the program are now managing their money
more successfully and, if so, in what specific ways. However, analysis of the
observations of project;"’ staff members who monitored a total of 15 on-site
workshop sessions and’/ the written evaluations workshop leaders submitted

after each session and at the conclusion of the program, indicates that MMW

did make a positive difference in the lives of workshop participants. For:

example, participants, most of them for the first time in their lives...

e learned that there is a definite sequence of steps they can take if
.~ they want to gain control over their financial lives. Most were
/' willing, indeed anxious, to exercise this responsibility.
/o realized the difference between taking a passive and an active
i role in regard to ' their money. By the program's end, all
; accountability. , :
/ ° ide\ntiﬁed some of their financial goals and recognized this as a

©
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participants had taken at Jeast the first steps toward financial
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concrete girs} step toward reaching them. For many women, the
frank acknowledgement ,of what was important to them
represented real growth. a

recognized that they possessed many valuable skills and that many
of these could be used instead of money to obtain certain goods or
services they needed. Within groups, several participants planned
informal bartering arrangements. . Y

figured out and wrote down on paper the amount (estimated) of
their annual net income - and as a result were shocked to realize

that net salary was much less than gross salary and simultaneously

“depressed at what a year's income would add up to, but relieved to .

finally have- this figure knowf. ., As a resuli, many women started
"to plan to upgrade the1r marketable skills so as to be in a bettet
position to increase their income and achieve greater financial
_independence. - )
learned a techmque for breaking down what seemed an amorphous
and unknowable mass of expenses into categories that made it
easier to see exactly where they were spending their money.
Learning the language of financeswas, in and of itself, helpful,
committed to paper estimates of all their expenses for a year, and
saw what proportion of-a year's ’ine'i;me would be spent on fixed
and semi-fixed {essential) expenses, and what smaller proportion
would be left for day-to-day expenses. In doing this, participants
overcome some of their fear of figures as well as their fear of
money. . N L
came up with dozens of “specific ideas about how they mlght
reduce their expenses in almost every category by using just four
general strategies. Surprising themselves, participants
demonstrat‘e\& a willingness to accommodate their'exbenditgres to
fit their circumstances. . ) o
clarified for themselvey which things were and were not
important enough to the® to warrant their expente. Almost all
participants learned how values influence their expenditures,
especially when the values were unstated. .
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e kept a ruhning record of all their expenses for at least a month -

and were amazed to find they had not really known how they
spent ‘their money. = Almost without exception, participants
.. " -indicated that they would continue this préctxce. -
#-¢ developed and balanced their own one-year budget (what we
" instead called a money management plan to avoid the negative
associations of "budgeting"). Most of the mystique of budgeting
was dissipated. orecpgnized how often convenience rather than
cost dictated their choices when it meant being. able to avoid

knowledge to their very next purchase of note. .

e felt more confident of their ability to handte math and gained a
A)

greater awareness of how much math is part of everyday life.

This was illustrated in participants' attempts to compute interest

and discount rates.
e learned how to shop for a financial institytion; fow to endorse
checks the safest-ways; how to write a check for less than $1.00.
Newacheck-writingo behavior was evident as were some changes
from one to another financial institution and/or type of account.
e came to understand how credit-worthiness

Several took ‘steps to establish a credit profile;

is measured or
determined.
others began to work toward correcting a blemishéd one.

e were surprised thét not all creditors compute revolving credit
account-finance changes in the same way and the effect the

dealing with math. It was evident that many would apply this new

‘method they use has on the amount they charge. One of the -

>

outcomes was a change in credit account use.
e discovered that there ‘are a number of savings/investment
opporturjties available to them, iricluding.IRA accounts and
Several of the participaﬁts intend to
investigate these further., .4 ]

money market funds.

In add,ition’to the in;%hts participants gained about themselves, the

-

- ‘ BT

- specific information they acquired and the techniques and methods they
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learned and practiced, pro;ect staff and the workshop leaders in particular
i observed an almost visible g'f'owth in participants' confidence' and positive
ieelmgs about themselves as the workshop series progressed. This might be
attributable not only ¢6 MMW's content and structure which*we had hoped and
intended would give participants a sturdy handle on what many women
perceive as a hopelessly complex and slippery subject, but also to it's peer-
group format which provided the opportunity and impetus for the large
amount of discussion and the fruitful exchange of information and ideas that
occurred.

+ Another worthy indicktor of program impact is the degree of interest
the prograrh generated among Earticipants as expressed in the high level of
group partxcxpatxon and enthusnasm which kept many workshop sessions
running beyonq, the scheduled two hours. In fact, leaders of the largest (i.e.,
full. capacity) groups felt that they would limit future groups to @ maximum
of 15 rather than 20 so there would be more time for each member to talk;
and would schedule longer sessions or more sessions to accommodate
partxcxpants' desxres for more in-depth detailed discussions of program topics.
This level of interest confirmed our original assymption that a longer
program would be well received -- and did much to illustrate for agency
‘administrators that women's 'interest .in money management was stronger
than they had expected. ) . , .

Finally, a word from the participants themselves. When asked, the,
nearly unanimous reply -was that they would do it all again and would
unequxvocably recommead the program to a friend. -

- .

.
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Vl. CONCLUSIONS AND RECOMMENDATIONS
. < .o ‘ ) . \

. 4

°
.

N .
- “’“‘Every project funded once an\d/for a short duraction’ thust leave a
' resxdue of frustration for its developers who, having acquired an apprecxatlon
- of the progrgm’s possibilities and a clearer understandmg of the potentxal
problems and how they might be circumvented, are not able to fme-tune the

’ . . “ N
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proga;am under operating conditions. At least it is true for those of us who
designed and implemented MONEY MANAGEMENT FOR:\VOMEN. Yet,
while we cannot implement the program again, four of the organizations who 4
participated in the pilot project can and will. In the ope that others will )
undertake this or a similar program for a similar population of women, we
have appended to this report the program syllabus and participant materials
which have been revised in light of our experience in the five pilot_workshops
given this year. In addition, we offer the following general«rebommepdations

for those who may want to adopt and adapt the program. =

*

e Workshop staffing. While two leaders enhance an organizations'

capacity to rur the program, one workshbp leader and one assistant to help
with the workshop's administrative and operational tasks is adequate. This
division of responsibility naturally evolved even in groups with two trained ;

co-leaders. S
e Role of Workshop Leader. Any group organized to accomplish”

specific goals needs a leader. With peer-groups, however, the term
“facilitator" more aptly describes her function.  While the MONEY
MANAGEMENT FOR WOMEN workshop leader need not be financial planning
expert in order to convey the program material, she should, by experience or
training or jnstinct, be able to facilitate learning through group interaction
and involvement--knowing how to keep cenversation on track, when to .
* summarize what has been covered, when and how to make the transition to
the next topic. ’ ' N
& Math seg'ment. This component constitutes a very important part
of the MMW program. It adds novelty,, offers a change of pace, is effective
in illustrating how large a role math plays in everyday life, and participants
_are very énthusiasfic about it. This component not only introduces the
workshop's only guest but may require the most preparation. Under r;d
circumstances should a workshop leader undertake to conduct this program
segment by herself. It should be led by a practicing math teacher from a
local junior high school, high school, or Eollege. In a pinch, an elementary .

school teacher might serve, if s/he actually enjoys math, is well versed in the )
subject, and comfortable in teaching by example rather than by the textbook. -
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¢ The Mathematfc's Anxiety Ra.ting' Scale (MARS) we tsed as homework
to prepare participants for this segment could be elimfnated entirely or,
better, replaced by a‘set of homemade questions framed to help participants
recogmze that they often overlook the economxc implications of the1r
decisions because considering them means havmg to do some math.
e Participant materials. Each participant worksheet that appeers in
Appendix E inc}udes both the instructions needed.,to com/plete the exercise

and enough narrative to explain what the exefcise has to do with money
management. This was|don rolong the - usefulness of the
materials beyond the progta Despife their stand-alone capabilities, we

" recommend that when they are introduced duking the workshop, the group

leader (or someone she appoints) read each worksheet aloud before it is used.
This will insure that potential misunderstandings of terms or instructions can
be ironed out before participants begin work on the exercise.

A second recommendation regarding program materials is that the 34
worksheets and factsheets provided be supplemented by as many other

relevant materials as possible. Sources for free or low-cost materials would . .
v mclude financial institutions, offices or departments of consumer affairs, ‘

publxc utilities, and magazines and newspapers (for financial articles).
e Program length. We strongly recommerid that MMW be expanded
to at least 18 hours. As it operated this year, MMW was a very tight 12-hour

program. A great deal of ground was covered within & short period of .time.
That we were successful in accomplishing this feat is largely due to the high

level of participant involvement--through discussion and carefully focused.

activities which translated theory into concrete applications--and .the
logically sound sequencing of topics. Even so, 'ever)? group leader felt that
participants wanted and would have benefited from having: more time in.
which to explore ideas and to practice techniques. It was gcTnEern on the part
of our cooperating in titutions that this commitment ' might: not be

forthcoming that led us \e compress what we originally conceived as a 24-

hour brogram into 12 houts. As it turned out, however, once the program
began, participants* mvanably found' there was far more they wanted to
discuss and explore than time allowed. ‘

\
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As long as the sequence of topics is kept intact, the program could be
}vengthe:ned by increasing each session” to three hours, or expahding the
" program to seven or eight sessions.’ ‘

e Program Topics. MONEY MANAGEMENT FOR WOMEN consists
of six modules or sessions, € ch laying the foundation for the next. Within
each session topics ar;. introduced in a sequence carefully planned to achieve

. a logical flow from subject: to- subject ar:a‘d, most important, to illustrate the
.web of inter-relationships that bind discrete iopics into a sensible and
. coherent whole. To map, out both the fundamental topics and concepts of
money management”and their relationships wit.hin the time allowed, it was

- ..necessary to_omit several topics that participants expressed an interest in

and a desire to know more about. If the _program can be expanded, we would
recommend including insurance “and mohey management fundamentals for

children. These topics could logically. relate to and could conglude the

already existing program content.
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Orientation/Planning Meeting Agenda
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The Graduate Schoo! and University Center
of thé City Univer@y of New York

»

Center for Advanced Study in Education
Institute for Research and Development in Occupational Education
Graduate Center: 33 West 42 Street, New York, N.Y. 10036

(212) 221-3517; 3519

“
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MONEY MANAGEMENT FOR WOMEN
"There Has to be Another Way"

Orientatic;n/Planning Meeting for
Community Organization Representatives

January 21, 1981 ¢
AGENDA

INTRODUCTIONS

.

PROJECT GOALS:, Intended Outcomes and Benefits

1

PROJECT STRUCTURE AND ORGANIZATION

e Definition of leader training component ; mutual
roles’ and responsibilities

e Definition of participant workshop component ;.
mutual roles and responsibilities

) /\\

DEFINITION OF THE TARGET AUDIENCE . ~—
REVIEW OF PROPOSED TOPIC OUTLINE FOR WORKSHOP COMPONENT

NEXT STEPS
e Selection of staff to,lead workshop
) Tfa"ining program schedule and start date

e Audiepice needs/interest survey

"
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MONEY MANAGEMENT FOR WOMEN
"There Has to be Another Way"
A consumer-education program developed by
the Center for Advanced Study in Education
- Graduate School and University Center .
City University of New York

[WORKSHOP._SESSION OUTLINE]

-

Session #1 WOMEN AND MONEY

.. e How women feel about money and why
What is money anyway? ,
e What a money manager does and why -

.

~ ..
* Session #2 MY PERSONAL MONEY MANAGEMENT PLAN

°

o Step One: What do I want? —- determing our financial
. goals and priorities .
e Step Two: What do I have to work with? -- estimating
our annual income

—— - . >

Session #3 MONEY MAﬁAGEMENT AND MATH : ) v

. Steg Three- Estimating.our fixed and semi-fixed expenses
o Practicing the kind3s of arithmetic that makes managing
our money easier .

—

Sessipn #4  PUTTING THE‘PLAQ/TOGETHER<AND MAKING IT WORK 3
Zp B Stég Four: Estimating our discretionary (day-to-day)

. ! expénses
‘ e Step Five: Balancing ouf money management plan
. Strategies for qgtting expenses

>
. K1 < ' .
Session #5  CHECKING AND SAVINGS PLANS - )

‘e Shppping for a checking account; "how-tos" of writing
% , and endorsing checks and balanding a checkbook
‘ ¢ - Shopping for a savings account
st e T . . \ .

»

Ses's:ion #6. MANAGING CREDIT 5

o Credit' what 1is it?°
hopping for a loan
stablishing and maintaining a credit rating
's and Don't of credit -
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_ Center for Advanced Study in Education/IRDOE
Graduate School and University Center, City Univergity of New York

MONEY MANAGEMENT FOR WOMEN: There Has to be Another Way

To improve our program about Money Management for %omen, we need to know what opinions
artd feelings women like yourself habe about money and how to manage it, and about some
other topics such as work ‘and family. We would like you to amswer the following-:
questions, keeping in mind that your answers are confidential (we don't want your

name), but that they will be very he}pful in making dur program more useful and exciting.

Try to be as honest in your opinion as possible. There are no right or wrong answers.

-,

Although we would like you to answer all the questions, feel: free not to.

Thanks for your help. If when you finish you'd like to know more about this program,
ask the person whd gave you this questionnaire.

4 >

~

YOUR BACKGROUND: |

‘o

1. Please check how much schooling vou have had:

DB years or less DSome college . .

. L 2 .
Dsome high school ) g [Jeollege degree or more ‘' _
Dhi@ﬁschool diploma . Dccher training; please descri:,

or equivalent

* 2. Not counting yourserf, how many other adults (over age 18) are there in your
household? 0f these,” how many work? How many go to school?
3. How many children (undér age 18) are there in your household? 0f these, how
many go todschool? How many work? '

4. Including yourself, how many people ih your ilousehold contribute monéy to the

-family's support? ' >

.t

E

5. What is your total household income, adding all;sources of money together?

[71 less than $5,000 a year, or Dbetween $15,600 and $20,800 a
about $100 a week . . year ($300 to $400 a-week)

f~3 85,000 and $10,400 a year Dmore than $20,800 a year (more

—J (3100 to $200 a week): than $400 a week)

M between $10,400 and $15,600 : v h -

! a year ($200 to $300 a week) . .

- b
6, Are yox}x\pow Oworking? DYes DNO; if no, are\you looking for a job?DYes DNo

7. At the pr;asenc time, are you: Dﬁarried? DDi’vo

/separated? DWidowed?
D Single? D Living with someone? ¢ * '

8. How old are you?

[ Less than 20 years old (] between 30 and 34 [Jvetween 45 and 4o

’ e »
Dbetweé’z 20 and 24 Dbetween 35 and 39 [J 50 years old or older
Ebetveen 25 and 29 [Jbetween 40 and' 44 ’

yg. Whatis vour racial/ethnic background? .
] © [wnt ' 3 describe:’ ’
L 3lack R Ej vh c? ?DHisoanic DOriencal DOc.her, escribe —

°

) : ¢ - Cc-1 ‘ N
Q S . 50 |
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‘ | YOUR oPINIONS | .
On thisg page and the next are a series of statements. We would like you to read each ope, and
deeide vwhether you. agree or diugrec and how gtrongly wou feel., To indicate your opiniaen,

CIRCLE \I) 1if you DISAGREE STRONGLY
CIRCLE (2) 'if you DISAGREE SOMEWHAT
. CIRCLE c@ if you AGREE SOMEWHAT ¢ e,
cIrciE (&)A€ You AGREE STRONGLY

LARY

e

Eveu the experts don't agree abou: the \uses: ways to spend money. B -
Wheu there i{s very ligtle money,‘peop%e have no choices about how to apendl ie, .. .1 2 3 &
- Mcnare.bet:erix:mgthtkaﬁwmnare;..........'..'..'..’.'. eoe..1 2 3 4
) Food is usually a family's single bigée;: expense. . . . ¢ o o . o . SR 1 2 3 4
Managing your money is a skill that can be learned . . . . . S....1 2°3 &
The best way to save is from any money l.efc,ovef after the bills paid, . . .. .1 2 3 4
You can cut what you spend ‘withou: always gl;r.ing up all youwant , . ., . ..., .. .1 ' 2 3 \ 4
A woman who works is not as good a mother as one ‘who stays home. . . . ... ....1 % 3 4
- People“was't:.e money without realizing it. . . . . . . . o v s v o v v s o000 .1 2 3 4
Childrenshouldge:anallowa;xce.........\...,..............1 2 3 4
Most people ?on't'use math after :hey‘leave school . . . .. ............1 2 3 &
The richg.r Mou are, the more important financial planning 1:“., s s s s e s 2 34
It doesn't make sehse to plan ahead bgo:use things. just don't work out that way. L1 2 3' 4
( © Most couples would feel uncomfortable if the woman managed the money, . . . . .. . .1 2 3 &
» To spend wisely,‘ it helps to t‘xnaerstand what you want and what you need . .., ... .'1,. 2 3 4
-~ In a family where only one person earns money, that p&rson should have the most to
 say about how the mOnNey 18 SPERT. . 4 & v o 4 oo o o 2 o o o o o o s o o 001 2 3 &
: 1f you knew more mat;:you would be able to comparison shop better, \ . . (. e s oo 1 2 3 4
The worst -thing abo:xt: being poor is rot having any of the things ﬁou want, ., . . . . 1 2 3 -4|
Somepeoplehavea"m,at:hmind";ndsomedon:.n...............'..'..1 2\ 3 4
A “You can cut down on lu;uries, but® there is no way to cut down on things yo;x need , ., 1 2 3 4
_Bogrowingmoneyisabad:hingtodo..-...........‘...........1 2 3 4

Men and women should be paid the same amount for doing the sa}e kind of worl'c.v. R A
One thing wrong with savings accounts is sometimes you lose interest if you
:akeoutyourmoneyqtt:hewrongtime...................... 1 2 3 4

mthrequiresagoﬁmemory......-.-...........-.'..-...Ql’23«4

) - J L . .
Onlytherichcanaffordt:osavemoney...-....................-1 2 3 4
. o - .
I5) rmuch a product costs depends on when and where youbuy £t . . . . . . .. ... 1" 2 3 &4
c-2 . . T Y
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. . v . § ™
e - . . K . .



3

<
v

L

~

+ AGREE STRONGLY
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e ) AGREE SOMEWHAT l
) DISAGREE SOMEWHAT: ‘\_‘
DISAGREE STRONGLY — , 3. l l
It's more important for boys than for girls to db well in math.”, . . . .. ... .1 2 3
Onlyrichpeoplewast:emoney................."........'...1 2 3
I very often feel that \Kwe no control over mymoney.'. D
If both parents work Qnd their child is sick, the mother not the father should stay *
homt:hat:-da)"...............n........,.............1 2 3
It's o.k, for different people to spend t:heir.money in different ways, ., , ., ., .. . 1 2 3
To double a recipe means knowing how to Qd or tomultiply. . . . ..., ... . 1 23
A parent should not tf.alk to young children about money. , . f I S A |
If people have very little money, they should buy only what they need T S |
Men find it easier to talk.about money t:fxan womendo ., . . ., ., , , '. o« s 0 e /\ .1 2 3
" You have to figure out percentages to know which bank ofgg;; the best deal in .
checkingaccounts...........g...............'......1 2 3
Lifeisrelllyamtterofluck'-...‘.................,......1 2 3
It's impossi\b}e for people with very little money to save anymoney /, ., .., .., 1 2 3
Buying r;n an insci.llme(t:c plan is good because if you don't 1like the product you
just:st:oppayingforit...............l..............1 2’3’
People can get cheated if they don't know how to figure out the sales tax, , , . , , 1 2 3
Some people seem to hav? a knack for making money go furt:hex". S L o cee e 1 2 3
"Brand‘ntmesaddt:ot:hecost:ofanit:em............'f..........~1 2 3
I don't always ‘figure out t:hé best buy because I don't want to bother doing the
mt:hit:requires..‘.......‘.....<...............'....1.2 3
The advice of sales people should be weighed carefully . . . . ..., ...,...,,.1 2 3
Math: ian be he1p£u1' if‘ you w{ant: to m;ke’ window curtains, . . ., , ., .., . e s ool 2 3
The way a persdén spends herqmoney can tell a lot about her goals ig life, . . . . . 1 2 713
In figuring out what you earn at work, it makes sense to add in wh;u: your boss h
Pays for your hospitalization and other fringe benefits, ., , . . . . e v e e e 1 2 3
Although we all do it:,tIE'E not a good idea to buy oncredit, ,., . , .., ,,, .. 1 2 %
‘l‘h‘ere’ is som; truth in nt:he.st:atement: that "you get what you pay for"., . . . . ., . . 1 2 3
Host women work outside the ho;!:e COearnmomey. « o v 4 4+ 4 v 4 s s 4 s 4 0400 . 1 2 3
Even if they end up with the same amount of money, most people would rather work A
at any job than be supported by the goverm?ent:. ¢ et e o e s e e s e e el 2 3
Ho_st: adults would feel funny admitting they don't know how to write a cheek, , . , , 1 2

J 2
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Below are \qm topics we are thinking about including in our program, We need to know how guech
you already know about them, and whether you are interested in learning more. What we'd like is:

FIRST, to find out what you know., Read through the topics and check whether you naw think
YO Knay A LOT, SOME, or VERY LITTLE about each one. Use the columns on the LEFT.

SECOND, go thraugh the list again, and for each topic tell us whether you would like to know
more. Use the columng at the RIGHT. A checky” in the NO column means you are not interaated
in the topic. A check v“in the YES colummn means you would like more information,
 BRAIA N . e

e T T [iaim
e e —r MORE...
Lor | SO LITILE . TOPICS No | vES
' ) how to figure "real" income (the money I can count on to come in) | L

how to plan a monthly budget i j _":;4
how to figure out what I must pay out each month ’
why saving money is important ' -
* how to go about saving money
: what buying on installmentSplans really cost -
{ | how to compute the interest I pay when I buy on credit or
! borrow money A Y _ -
: = ' the differences among types of checking accounts )
! } if it pays for me to use checks or Eoney orders, — '
| ' how to open a checking account
t_, if it pays fo buy or to rent things I don't use Y§r§ often
LA how to compare house brands, name brands, and no.name products
i when buying in bulk is wise .
? . ~ |how a shopping list can save money

) f¥ if I give up anything by buying wholesale or in discount ’

i stores or factory outlets
: ; L1f there are better times of the year to buy things

i #if I need my ex~husband's social security number
f | what an employer can deduct from a pay check ® AJ, )
| | how to balance a checkbook ~ . i v

. ‘ whether a woman in my position needs insurance :

5 | what a passbook loan is . ' |
; B what happens if I don't stick ta my budget . ) s

, ' what I can do to protect my social security payments
: : how co‘streCch my money J
N iwhy a woman should keep a copy of her divorce agfeement

! v if it's illegal to stop payment on a check
N k {how and when to ask a bank manager for help
b i what are the better ways to borrow money \ }
; ' £ I can establish my own credit and why I should :

what deposicing by mail tealiy means ﬁi’ B ‘J

\ e

3 53

e [ . -




. ) NEEDS ASSESSMENT

The last page of the questionnaire asked respondents to indicate which
of 30 topics they would like to know more about. The following table
lists the 14 in which 75 percent or more of the respondents expressed

an interest. The brackets to the right show the broad program areas
under which discussion of these specific topics were subsumed. The
bracket to the left indicates topics that would have been covered, along
with others, in a session on "Insuring Your Future", if the program could
have been designed as originally intended.

L

&

TABLE A \

. Topics of Most Interest

o P .
Percent of

Respondents

® How to stretch my momey .....oovovveennsncnnnns  95%—e o
£—=o What I can do to protect my social security
PAYMENtS 4. vivrvnnoneensarssrnssocsocnonsonannss 95
o Better ways to bOrrow MONEY ..eveeeececeseensan 92—

e How to compute the interest I pay when I buy

Iiffaw on, credit or BOXrow moONeEy .v..ivevecevervonnses - 87H [m.

e How to save money'............................. 87
f—e What an employer can deduct from a paycheck ... , 87 ¢ ¥ -
¢ Whether I can establish my own credit rating .’!‘A,
and why I should sevveeiesnnseoesoncosonnnnsnsns 84—
' ® Whether there are better times of the year to
’ buy things ..ovvuuiiniiiiiiieenennnnnnesonnnnns 84 . -
. .
Je————o Whether a woman needs insurance ............... 83
’ e How to figure "real" igcome (the money I can

4 ceeoIr
count on to come IN) . iueeeeerersorrnnonccnesos 8
e How to plan d monthly budget ....veveeenoensnns " 80

o If I give up anything by buying wholesale or

in discount stores-or factory outlets .:....... 79
e What: buying on installment plans really cost .. 17 .
o How and when ask a bank manager for help ... 76 S CNGLK/,
f}p | ger t p ) —77'4:22%3 v

C-5

. | - 54 | , ,

.




RESPONDENTS" OPINIONS

On pages two and three of the q stionnaire respondents were asked to
indicate how strongly they agreed or disagreed with each of the 52 state-
.ments.. Table'B below and on page ‘c-7 1iBts these statements in descending

arder based on the mean score., The following scale was uged: A

. .

~.
l= Disagree'Stroquy . 3 = Agree Somewhat

<. »

, '{ 4 = Agree Strongly
v ‘ "

2 = Disagree Somewhat

, - v

'«
v

TABLE B

2
-

Respondents' Mean Ratings of 52 Statements

e Ment and women should be psid the same amount to:
doing the same kind of work .

o Managing your money {s s skill that can be learned

e To spend visely, it helps to understand what you
want and vlu: you peed

How much s p:oduc: costs depsnds on vhen and whers

you buy ic R

It's slright for duhunt peopls to-spend their
in differsnt ways

Bra s add to the cost of an {tem

Math can be holptq, if you want to make window
curtains

Pc‘oplo waste @oney without reslizing {t

Most couples vould a8l uncomfortabls if thewoman
asnaged the nomy

Some peopls have o knack for making noney go further

To doubls & recipe means knowing how to add orsto
mldply

Children should gt an allowance

You can cut vhat you spend vtthou: slvaye giving
" up sverything you want

Most women work outside the*home to esrn monsy

The advice of seles peopls .should be weighed o
carsfully

Borrowing monsy {s & bsd thing to do

In figuring out what you ssrn st work, 1: nakes
sense to add {n vhat your employer pays for your
hospitslizetion insursnce and othar fringe: benefits

The thing wrong with savings accounts is that some-’
times you lose interest/if you teke out your monsy
et the wrong time

o Even the experts ¥on't sgree sbout ths wisest ways
to speand noncy

e Thers {is som truth in the ststement that "you get
vhat you pey for."

s Pooplo-con get chested if they don't know how to
€igure oat the ulu tax

'
.

~




v . <
3 . .

. o The vay e pacson sPends her money can tell ¢ lot ebout her

o Dwan if they end up with the esme amouat of money, ebet
- . people would rather work at’any job than be supported by
the SOVETIMONL sccsacsecesseccssogscceccscctanesccccccscs

¢ If people hive very little monsy, they ehould buy oaly

Ml nesd ...n.n..u,nn,n..nnnun.nn,nnn,
¢ Some pecpla have s "math nipd” and eoms don't cecsscescesse
> ’ e You have to figure out percentages to know which bank

a Most adults would fesl fyoay admitting they don't know
b how ta write & check ST PP PPTT T Y

o Although we ell do\it, it's not & good idea to buy on

CLOULL ssovasssssssdosoroossssevsccagossssssaassssdssecsees
:

o You can cut down on luxurids, but there is no way to cut
down on things you need sesescsssssssssssesseessescsscoscse

< . e Whan there is very little money, people have no choice sbout
) . Bow to peDd L€ secsssseccccccccssssssssssescasssoorcssssss

o I very often feel that I have no control aver oy money ....

o The best wey to save is from eay money left over after
¢ the bills axe DSLd sessssssssssscssssssssssssssssscssssssss

o It's tapossible for people vith very little money to

S4VE ANY MOBEY cocsesscssrcscscscescasossscsscscsssssssoose
o Foad {s usually N fasily's single biggest expense sesesese
o The richer you ste, the more important fimancial plaoning

. L8 eoseceascsssrsassosssesesssssetessesssessertssessessoas

o If you knew more math you would be sble to comparison

® shop better 0000000000000000000000000000004000000000000000
. ~ o Math requires s g00d MENMOYY esesscessssTascesse

e I don't slvsys figure out the best buy because I don't
want to bother doing the math it raquiTes cecseascsscssce

o In & family vhere only que person earns mouey, that person

& « o The vorst thing sbout being poor ia not having any of the

things yOU VADT sessissssresscscscsssossscscssssoesossecese
@ Men find it easier to talk about acksy than vomen do eesss
’L . . o Only the rich cen afford to SAVE BADSY cessesacsssseracses

o 1f both parent work and their child is sick, the eothar
ot the fether should stay home that daY ceeecessssccscee

o Life is really s matter 0f luck ssssasedsscssssscqecersse
© Moig people don't use math efter they leave schaol «seeee

.0 It doasn't make sense to plan shesd because thiags
just don't vOrk out that VEY ceeslecssssscsaccesgasssnnes

N \om are better in wAth ChAL WOBR T® .ececsssacsosscs

- o A womsn who works is not ss good & mother aa one
who staYe hOWE sscecscocsssnescrernesacssssoonnsansecs

o Buying on an ifetallment plan is gaod because 1f you
- dom't like the product you just stop paying for £ «oe

. o A patent sbould not telk to young children abqut money ..
o Only rich people waste sanay cesessecsscssssesgasasescssss !
/ e It's more important for boys thaa for gtrls to do well

’ . in sath 00000000000 00000000000000000000000000000000000002

goals in 11f@ osscososccssssssdossscorssrecsctsesscsssecsioce

affers the best dasl in checking 2cCOUNLE secsscsssosscccss

. should have the moat to Say sbout how the money is speat ...

2,90

2.81
2,79

2,76
2,76,
2,74
2,65

2.60
2,57

2,46

2,41
2,39

2,28
2,27

2.18
2,11

2,07
1.97
1.90

1.80
1.79
1.72

1.69

1.41

1.26
1.23

" 1.8
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SESSION #1: WOMEN AND MONEY . N

° Leader's Guide -

3

- ]
~ , * o+
.-

&

This first session in the MONEY MANAGEMENT FOR WOMEN wérkshoe/program foéuses on '

participants' feelings about money and on' a number of the attitudes and myths
about money that women share which often'prevent them from exercisihg greater

- ]
control over their personal financial affairs. Participarts are encouraged to
recognize that they are, in fact, already money managers, but that by viewing
money as simply another personal resource, by adopting a more systematic approach

and some of the techniques used by professional money managers, they might become

——e

s

* -~

even more skillful ones.

* \)
Supporting Materials. i .

s Newsprint sheets, tape, and crayons (or b1ackboard,,cha1k & eraser)

’

¢ Name tags for participants and Leadér’

e Participant Roster

e Attendances Sheet for Session #1

i11 ‘ ~ .

» v,

, ) Pend‘is (one for each participant) °

< A
e Folders labeled with participants' names and containing one copy each of
the following:

N * v

. -The Introductory Letter from your agengy .
~* -Workshop Session Qutline #1.1 .
~Feel ing Good Worksheet #1.2 ’

To be distributed during the session (one for each participant, except
as noted)

Iy

¢ L)

-Bartering, Worksheet #1.3
-What a Money Manager Does, Factsheet #l. 4
-Consumer Choices:. Exploring Optionms, Factsheet #1.5

<

-Expense Diaries (small notebooks)
<The Lottery,homework Worksheet #1.6

\
\

a>



Components . , Laigth

Ao mCOMB‘ -.....--...;..;.,.;;.-.‘t....-....-.......;........-.h......‘lommutes
The purpose of this component is to provide particdpants with an *
éverview of the workshop and to welcome them to theé program,
Activities
" e Introduce yourself (Leader) and any ‘other agency personnel
R present and welcome participants»to the MONEY MANAGEMENT FOR
. WOMEN program. W . L
e Have each part}cfshnt introduce herself in turn s
\ ’ ¢ N . *
e Distribute materials folders . : , ~
' 23/ ' \
. Outééhe topios that w1l bé covered.in each workshop
N . ‘ N iy ,_\// -
© @ Describe your personal expgetations for the program ~
. .
B. WOMEN'S ATTITUDES TOWARD MONEY ......cceecesossssssssnsssssessssss 40 minutes

. N
Purpose: to inctease participants’ awareness that many of the .

negative attitudes they have toward money are shared“by women

éenefally, to explore how such attitudgszyave de;eloped, and how

they often prevent women from exercising greater control over their

finanéial affairg. - '

v ’

O
\ .

Activities . ) ' .
® Conduct Feeling Good exercise (Wofksheet #1.2) -

A
e Discuss participants' past association with momey.

e Discuss participants’' current feelings and practices
concérning money. .

e Summarize the discussdion by outlining the major factors
that contribute to many women's generalized anxiety
about money. , .




D.
l

E.

.Purpose: to introduce the view that money is simply a personal

‘ \\\ o Distribute Worksheet #1.3, Bartering; read,'and do exercise.

NEW WAYS OF LOOKING AT MONEY Bt s s sssss et tessscsnssssssseceesssssss 40 minutes

x

LY

. tool or resource, and like other personal resources, is contrelled

7

by its owner.

v -

Activities ; ) ‘
e Hold up a $20 bill and ask "What is this?" .
R N N s .
# Summarize responses, stressing the point that people
control money, not vice versa.

e Introduce definition of money as a personal resource
, that shares certain Zharacteristics with other personal
resources like time and skills, all three, for example,
can be exchanged for goods and services.

WHY MANAGE MONEY? wuvvvunennsenneenncnsonnnnennnsennesnnnssnssssss 15 minutes

4 \

Activities ) A

e Discuss why resources are'managed-—asking for examples
"of how participants manage their resources of time and
skill. B

e Distribute What a Money Manager Does, Factsheet #1l.4;
read; discuss similarities’ between what a money manager
does and what participants-do in managing their time,
for example. "

»

e Focps discussion on the role of identifying alternatives
in decision making and distribute Factsheet #1.5, Consumer
Choices. Read and discuss.

® Distribute Expense Diaries and explain their purpose and

how to-use them. °* o

v

- ”
’

)

LOOKING AHEAD . 'ovuveeeannnnsainreeessenneennnnnnsesenestinsensss 10 minutes
Purpose: to formally conclude the first session, interest par-

ticipants in the upcoming session,’ 'iron out any potential

schedulin‘ﬁproblems, and assign homework.

D-3
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. Activities b

3

e DBriefly describe what w%ll be covered in'Session #é.

e Discuss any ﬁréblems 5hrticipants may have with-the
workshop schedule . *
e Assign hé&ework for the week:
3 a) begin recording all expenses in Expense Diary
b) complete the LOTTERY Worksheet (#1.6)

61
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SESSION #2: MY PERSONAL MONEY MANAGEMENT PLAN e

Leader's Guide

In this session participants take the first two steps toward developing
their own personal money management plan -- determining their financial
gtals and priorities, and estimatiné their total family income for-the

current year. ~

3

Sgpportigngaterials

v/
o Blackboard, chalk and eraser, OR newsprint (2 to 4 sheets) and
large crayon

¢. Lined scratch paper for participants

e To be distributed during the session (one for each participant,
except as noted): v
-My Finadncial Goalg, Worksheat #2.1 (2 per participant) .
-The Daley's Dilemma, Worksheet #2.2
~Estimating Annual Family Income, Worksheet #2 3 (> per ,
" participant),.
. -Mathematics- Anxiety Rating Scale, Form A (MARS)

LN

- .

-

JComponents Length

A. WELCOME BACK ........................................f...f\(......‘15 minutes

B
ve! e -

-

Activities ' ’ - -
‘ - ‘o ’weclome par@icibants. L v . L :
* h & Discuss participants’ pr;gress‘on and- reactipns to keeping
their Expense Diaries ) _— . .
’ R . . o - v
B. MY FlﬁéyciAt GOALS AND PRIORITIES ...,:.........,................. 60 minutes

>

The " intent of this component is to establish the importance of

L]

personal-financiai goals in designing a money management plan; to N

ahe-lp each participant define herkgoals and priorities; amd to




Y . \J

* v

sqggeét ways that family members, Qhoge-financial goals-differ, may

resolve conflicts over how money is to be spent.

Activities . . 2
® Review Lottery responses as clues to understanding values
and goals.’ ‘

e Discuss why explicitly stated goals are important to a - .~
money managemeant plan, R

-

] Diétribﬁte and complete My Financial Goals (Worksheet #2.1).

e Pair participants to simulate how family members with dif-
ferent gqals might reach a compromise on how to spend $600. /

S
e Distribute, read, and do the exercise described in The
Daley's Dilemmg (Worksheet #2.2).

[y

A T minufgs

- Purpose: to have participants progress through the segond stép_of a

one-year personal money management plan--estimating annual family

.

income. .
Activities
- @ Discuss usual sources of imncome.

e Explain how to estimate regular and (especially) irregular
income. < )

e Distribute, read, 'and complete a first draft of Worksheet
#2.3, Estimating Annual Family Incomé. When partieipants
have completed their worksheets, talk about how they felt
doing the exercise. r N . -

»* o

D. COMING ATTRACTIONS o vveovvvnsennssnsessnssssmesssssassssasssssssssss 10 Minutes

¥

Purpose: to formally conclude this session and motivate participants

to attend the next.
o

Activities i . ¢

Activities .

e GCive highlights of Session #3. »

) Q , , D=6
L ERIC N 63




Aan t e i sy % M. -

-

[y
.

[
Py

¢ Distribute a¥second Financial Goals

<

and Annual Income

workshéet for use at home and a MARS

each participant. .
e Assign homework:

»

~continue Expense Diary .

-discugs Financial Goals exercise with family % .
-check figures at home on Family Income worksheet and

v

w

i 4

revisé if necessary

-complete MARS-A questionnaire and-bring to next session.

- 64

B

'questionnaire to

e




"SESSION #3: MONEY AND MATH

During the first half of this session participants egtimate their fixed . -
‘and semi-fixed expenses for the current year. Thig is th;‘thifd'step in
tha\§§§610pment of their personal money management plans. The second half
of the seasion 1n?roduces a guest mathematician under whose guidance par-
ticipants discuss their experiences, broblems, and successeg with math; and
review, by working on sample problems drawn from everyday life, types of
arithmetic concepts, computations, and calculations used in money manage-

ment (e.g., adding, subtracting, multiplying, and dividing whole numbers,

fractions, and decimals; translating fractions into decimals and percen-

L

tages and vice versa).

Supporting Materials -

e Blackboard, chalk § eraser, OR newsprinw, tape, and large crayon -«

o Lined scratch paper for participants

, ®

e To be distributed during the session (ane for each partigipant
except as noted)

~-Important Family Documents and Financial Records, Factsheet #3.1

-Estimating Fixed and Semi-Fixed Expenses, Worksheet #3.2
(two for each participant)

-A Typical ‘Problem, Worksheet {i@.3

- (Everyday) Percentages, Factsheet #3.4

~(Everyday) Fractions, Factsheet #3.5 \

-{Everyday) Decimals, Factsheet #3.6 o )

~Math CGames, Factsheet #3.7 ’ v

-What 's Left Over, Worksheet #3.8

~

»

Components Length g
"A. WELCOME BACK +.v.vvvernsnvnensoeuonenanensasnessensssnssnsesnsnsss 10 minutes

e Welcome participants.

e Briefly introduce guest mathematician and explain what her
role will be later in the ‘session.

D-8 \
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\ €
: v o,
e Revigw homework assignments: progress on Expensé Diary;

family discussion of financial goals; checking estimated

inconie figures.

e Distribute and discuss Factsheet #3.1, Family Documen's
and.- Financial Records.

e Collect the MARS. -

-

~

ESTIMATING FIXED AND SEMI-FIXED EXPENSES ...olteseeesencesessassse 40 minutes
re
N / .
The purpose of this component is to define three major categories

of expenses; to show how expenses can be systematically estimated;

and to convey the concept that when saving is ranked as an important

expense, the likelthood that money will actually be saved increases.

Activities -

¥

e Define and discuss Fixed and Semi-Fixed Expenses.

e Distribute WOrksheet #3.2, Estimating Fixed and Semi-
Fixed Expenses: read and comglete.

o

-

4

The goal of this portion of the session is to help the group

identify how the problem of math anxiety leads to avoidance of

~

situations involving numbers; and to have the group practice

basic arithmetic manipulations needed to effectively manage

financial resources. This activity is led by the guest math- !

“ematician with support from the workshop Leader. @

-

activities

~

e Mathematician offers a'lay definition of math anxiety,
) describes typical symptoms, and cites types of exper-
iences that often trigger its onset.

e Participants discuss experiences with math and math teachers,
and feelings when faced with having to do math.

/




'5:;‘: ““‘ i+ R ® v y -
: @ . / k3
“.\D‘- ) . 8- \
‘i 4 "En \'v.,}g'
R ',f/
‘ thématiciyn summarizes discussion and stggests that
J past negatiye experiences often inhibit people from .
later attempting to deal with math at all.,
. t
:\ ¥ . ' \).
D. MONEY MANAGEMENT AND MATH cesvveodepasevososcrennionioecneaoncecss 70 minutes
The purpose of this section is to illustrate the number of ways
q ; ) \ , /
\\MAth is involved in out everyday/lives; to feview basic facts about /
fractions, decimals,‘and perceritages; and'to provide participants N
an opportunity tocsuc%@ssfully "solve" a comparison shopping problem
. with Hath. '
. Activities B : ‘ -
e Distribute Worksheet #3.3, A Typical Rroblem, have par-
ticipants-read the problem and '(a) write down their
emot jonal reactions to the prbblem and (b) solve it.
° Mathematician determines whichzb&rts of the preblem present
. the most difficulty and focuses on those as she works ) .
. through the problem step by step on the blackboard or /
newsprint sheet. . .
e Distribute Factsheets #3.4, (Everyday) Percentages; N Y
#3.5 (Everyday) Fractions; and #3.6 (Everyday) Decimals.
o Mathematician discusses each factsheet with participants,
working at the board to illustrate the processes.
-/ )
° Mathematician distributes Factsheet #3.7, Math Games, and . &b
goes through the statements one’at a time, pointing out
the fallacies each embodies. ] B
Bo tCONCLUSION +:veveensennsassabonaancassneesessmerssssstoesenssssees 10 minutes
’ Activities . Y - ) ) .
e Invite group to stay for a questiOn-anq-answer pextfdowith
the guest mathemdtfcian.
- e Assign homework: . ' '
- : : +-continue recording purchases/{;\fipgnse Diary and bring .
: it to the next sessioh -
~ -distribute Worksheet #3.7, What's Left . t .and explain
. how to complete it
-compare figares used in egtimating fixed and semi-fixed .
expenses with records at home and revise if necessary \
_ (distribute a second copy of form to each participant).
pa1o




SESSION #4: PUTTING THE PLAN TOGETHER AND MAKING IT WORK °

Leader's Guide ' .

- . - \

4

Participants complete their personal money management‘plans in this session
~ * )

by estimating their diseretionary expenses, comparing their estimated expenses

(fixed + semi-fixed + discretionary) with their annual estimated inpome, and

discussing four general strdtegies for bringing expenses into balance with’ =\

¢
income. -

' 5
- . ~ -

Supporting Materjals .

; Blackboard, chafk & eraser, OR newsprint, tape, and marking crayon
1)

e Lined scratch paper for participantsg «

e To be distributed during the session (one for each participant, except
as noted) .

-It's Up To Me: Discretionary Expenses, WOrksheet #4.1 (two for
each participant) »
-How Can I Cut My Expenses, Worksheet' #4.2 -

~PARTICIPANT take-home PACKETS containing one each of the following
* Before You Buy, Worksheet #4.3

+ "Best Buys Calendars for Fresh Fruits ‘and Vegetables, Factsheet
4.4

3 )

) + "Consumer’s When-TOfBuy Calendar 1981," U.S. Office of Consumer's
Education . .

"+ "How to Cut Energy Costs in your Apartment", Con Edison flyer
» "Ten Ways to Save on :Food" ‘ . " | New York City Department
+ "Supermarket Checklist" ' of Cohsumer Affairs .,
 "The Consumer Affairs InformationsGuide" ] booklets.

* "How to get the most out of your bhonetservice" New York Tele-
, * "Interstate long distance calling guide" . phone Company
* "A short course in long distance" . flyers.

" ~How Do We Make Financial Transactiops?, homework Worksh #4.5

P4 ‘ v

*NOTE: The-thrbe workshetts included in these packets appear in Appendix D,
Other materials will need to be assembled by the workshop cooxdinator.

p-11 . . 8
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Component . N Length
. .

A WELCOME BACK «vevevverennrnesnenensescngesessesssnesioneshenenssss 15 minutes
\ - » .
e Welcome participants and continue to take attendance

e Outline day's activities

e Discuss homework: [Expense Diary progress; cbecking of Esfiimated
Pixed and.Semi-Fited Expenses (Worksheet #3 2); and completion
of What's Left Over (Worksheet’ #3.7)

.

’ ~
¢

N\ B, ESTIMATING _DISCRETIONARY EXPENSES teseesscessesesesdrssmesseesssss 40 minutes

»

The aim of this seémenthis to reinforce the distinction between

discretionary and‘fixed and semi-fixed expenses; to introduce a
A8 - r

system for classifying discretionary expenses; and to provide an

opportunity for participants to estimate how much they expect to’

spend on discreé&onary purchases this year.

LY IR
Activities ' Co » ‘ ‘ N
- . Define Discretionary‘Expenses. £ \. ‘;\‘\\F. *
o dy ° Distribute Worksheet #4 1, It s Up To Me:  Diicretionary \\N\B .
Expenses, and. read page 1, o .
o Discuss types of items that might be included in each ’ ‘{ .
> . discretionary expense subcategory. .o
e Have participants complete Worksheet #4.1. . ‘ .

. Discuss how the Expense Diary can be used to produce
. estimates better in line with spending patterns and,
later, to ident ify where actual spending differs from

estimates. . r . @

°
.

¢

| - L8 .
teseessessesee 50 minutes

b
N *w N

C. BRINGING THE PLAN INTO BALANCE . .uoerverecnunsnnnys

The purpose of this component is’%o‘introduce’techniques that can

. o v . . ) T

he1p~participants determipe where, how, and by how much expense
- L -
. . - STF . s
est:iuateg can be cut ‘to bring income and spending-into balance. . v
, @ ) ) . . -
p' 1 ) - ° * pt*
. . p .

~
«
o -
-

"t




Activities ' A N~

e

e Use“homework Ubrksheet #3.7 (What's Left Over) to compute -
.total annual estimated expenses and the amount by which
N expenses are estimated to exceed income: ¥

e Distribute Worksheet #4.2, How Can I Cut My Expenses and
scratch paper; read first two paragraphs aloud then turn
to page 2 to discuss whether participants agree or disagree.
with the answers given to the question "Can This Expense be
Reduced?" .

-

+, ® Of the expense categories with checks in the "Yes" column
(i.e., those that can be cut or eliminated), have par-
ticipants circle threg in which they do not want to make .
any spending cuts, then circle three others where cuts
would be least important to them.

e Refer participants to their Expense Worksheets #3.2 and -

#4.2, to locate the annual total they estimated for
these three least important categories and reduce them by

25 percent.
AN ' ’

. Apply é’"reaspnéblen ss" test to each new total ("Can I
~ = Iive with this each week/month?") '
® Proceed to other expense categories one at a time in
order of least preference, and repeat this process, But .
now only at a 10§ percent reduction rate, until estimgted
expenses balancg esNimated income--or'until time is up
(in which casefparticipants will continue on their own
<~ at home). ) .
e Introduce four gerferal strategies for reducing spending: o
substituting, comparison shopping, gutting back, and
* “eliminating.
T e Return to Worksheet #4.2 and discuss in what spésific ways
expenses coy}d be redyced by applying these str tegies.

e Distribute participant take-home packets. (Discuss oné

or more of theenclosures if there is time.) -
A C’) . ;

e Congratulate participants on the completion (or near
completion) of thdir plans, reiterate the purpose of
such plans; and Summarize thé five steps they yent
through to create a personalized plan of their own.

L)
[}

D. LOOKING AHEAD .....\'vsivsssninieneenennesiuasasnanasnennenesssn.. 10 minutes

‘¢ Brief overview of Session #5. ad

e Distribute homework Worksheet #4.5, How Do We Make Financial
Transactions? .. -

1 ~
,

D-13
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., N4 ) )
Ot . v \
- . EN . g . . *;‘"f
. ™ SESSION #5: CHECKING AND SAVINGS PLANS \&;
. J , AN
. G 's'Guide e 4

In tHis sessior participants (a) consider the possible advantages and

aisaavénthES of using caéh,,caéh-equi;ZIZQBs; or persdonal checks to

]

. céit? out financial transactions; (b) exsmine fthe distinguishing features

v of regtlar; QBEE.‘I and interest-bearing checking plans and seven types .
-
of savings/investment plans (day—to-day»savihgs accounts,, time or cer-

,tificate accounts, club plans, individual‘zension or retirement,plansn
éoﬁpany thrift or péhsibn plang, Series EE‘U.S. Savings Bonds, a?d money"
* market funds); and (c) discuss-how‘fhe terms that govern any type” of
checkinglgr savings plan are likely to differ from financial institution
to financial institution (or company ta company in the édsé of company-
sponsored plans). . K\ R
. \ ' \3 ’
Supporting Materi;ls ) v

e Blackboard, chii&, and eraser, OR hewsprint sheets; tape, and'
. marking crayon . ‘\ g ,

e A blank check (o tion&%)

-

e To be distributed\duntng the session (one for eaé"Barticipant)

-Making Payment3° Which Method Works Best for Me?, Worksheet

#5.1 -
~Converting a.Check into.Cash, Factsheet #5 2 .
-Writing Checks and. RecordingﬁTranéactions Factsheet #5,3°
-How tb Balance Youx Checkbook, Factsheet #5.4
-The Importancé of .Interest Rates, FactSheet #5.5
-Booklet(s) outligfng terins of IRA and KEOGH plans offered

. by one or more banks .

D-14




v

B. CHECKING PLANS 45 minutes

Components . . © Length .
A ' : N

A. WELCOME BACK 5 15 minutes

\ . A . 1 L
7

e Give brief summary of the topics to be covered today.

e Review participant responses to Worksheet #4.5, How Do We
Make Financial Transactions, discussing each method's "hidden"
-cost, as well as the ease of recordkeeping, conveniepnce, and N
safety it provides. . .

L)
!
L3 . N

4
14

.
A\

The purposes of this part of the session are to illustrate that the
,;
decision to open a checking account actually involvés two choices, - soo
. ‘ -~

a choice among types of accounts and one among bauks; to identiﬁy‘ V !

~-factors (criteria) upon which ¢those choices can be based; ano'to T a

‘ - N .
review-such check and checking related activities as openiné an Jay
account, endorsing and writing checks, recording checkifdg trans- -
N N 7 *
actions, and balancing a checkbook. . N '
Activities w .
e Distribute and compléte Worksheet #5.1, Making Payments.
Cash or Check? ) coe
- 5 ’
e Discuss.possible advantages of a ch g account. : b
o Describe how Regular~(ér Balance) accounts, Special (or \\§>
’ Economy) accounts, and NOW accounts differ from each other, . »
e Discuss how the terms of a checkihg plan may differ from .
financial institution to financial institution. .
® Describe the procedurewfor opening a checking account.
1
.+ @ Distribute, read, and discuss Factsheet #5 2, Converting
a Check into Cash. : S
\
' e Distribute Factsheet #5.3, Writing Checksqand Recording { \
Transactions, read and discuss points as you go along. \\\ ,

iﬁ Distribage Factsheet #5.4, How to Balance Your Checkbook;
‘read and discuss only if group feels this is necessary and
you determine there is enough time to do 8o..

. D=-15-

- .

~ ' - ' »
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C. SAVINGS PLANS o vevvvesfsoronesnassonsonsrossnsmenssssdssssssssssss 50 minutes

Py .

-

-

Purpose: to exam;ne reasons for savings plans agd the'types of

savings/investment plans available to small investors as well as \ .
. the factors to weigh in deci&ing what type of plan and what

financial institution best meets’ap individual's needs.

Activities ‘ ! ;

-

.
- *

e Discuss geﬁeral,reasons for savings pians.

-8 Discuss the facto;s’to weigh in choosing a savings plan
\ (e.g. minimum depgsit, rate of interest, frequency of ' cog-
- pounding, liquidi®y). )

e Distribute and discuss Factsheet ‘#5.5, The Importance of
Interest Rates. .

» - . .
L)

+ -o Describe and‘diﬁcuss-the basgé features of Day-to-Day Accounts,
Certificate or'Time accoufits, Club savings plaps, individual

L7 L pension or retirement pldns, company-sponsored thrift or pension
. ) ¢+~ plans, U.S. Sag&ggs Bonds-Series EE,” and money market funds.

e Distribute brochures 'from several financial institutions to
. . {1lustrate how the terms governing one or more of the plans
' .- discussed vary from institution to institution.

. ’

»

D. -PRE§IEW OF SESSION {6 .................z...........;..........:... 10 minutes °
e Summarize what will be covered in the workshop's last
‘s session. : ' (

.*e Ask each participant to bring in copies (emough for the
group) of'a flyer outlining the terms of a loan plan
available from her local lending institution (credit union,
bank, finance company). .

»




, "SESSION #6: MANAGING

Ledder's Guide

CREDIT

¢

The final session of MONEY MANAGEMENT FOR WOMEN focuses on a money manager's

r

fourth tesource. credit. The session begins with participants'
ol [ .

cregi%, discussing i\s

defining

advantages and disadvéntages, and considering some of

the 'sound and unsound reasons for its use.

Types of credit arrangements are

[

then discussed as well as credit costs, the advantages of shopping for fi-
nancing, and traditional loan sources. An examination of the criteria

creditors use in.determining credit wortHiness, reasons credit applications

4

may and may not be turned down, and a review of credit management guidelines

complete the session.

~ -

O U e me ke e

»

Supporting Materials T

e Blackboard, chalk, and eraser, OR newsprint, tape, marking crayon

e To be distributed during the session (one for each participant)

-Borrowing and Buying on Credit: Yes or No?, Factsheet #6.1

-A Comparison, Worksheet #6.2

-1f You Use Open-End Credit, You Should Know, Factsheet #6.3

-Shopping for a Loan, Factsheet -#6.4

~If You're Denied Credit, Factsheet #6.5 ’

-Basic Do's and Don'ts of Credit, Factsheet #6.6

' -When In Over Your Head, Factsheet #6.7

-Booklets from two or more banks describing the terms they offer
for the same type of special-purpose loan (e.g. auto, home.mortgage
home improvement ) ,

¢

-

Components . Length

¢

A, WELCOME ....ievrueoesecnooossoooosnnonnnsnsnssnsssssssssssseseeess 5 minutes

¢ Welcome participants to this concluding session of MONEY
MANAGEMENT FOR WOMEN and briefly summarize today's activities. -
b . ’

..




CREDIT:

v

1

WHAT IS IT? vvvevevasovosennnensssscssssnsssnssesnssnsssss 45 minutes

This segment seeks to deepen participants' awareness of credit's

e

0

dual nature and the differences between open-end and closed-end

credit arrangements.

Activities

*

Ask participants to define credit in their own words.
Summarize their responses, highlighting the'point that -
in essence, credit 1s simply a method of borrowing money.

Elicit participants' ideas about the advantages and the
disadvantdges of using cr®ie.

-

Distribute Factsheet #6.1, Borrowing and Buying on Credit:

Yes or No? and discuss each situation listed, or if

appropriate, concentrate on those in which borrowing \k\
would be unwise. :

Explain the difference between open-end (or revolving)
credit-and closed-end credit.- - - -

"Discuss the distinguishing features of such open-end

crgditqarrangements as personal charge accounts at
local stores, single-purpose credit cards, store charge
accounts (3@-day and revolving), multi-purpose credit
cards), and line-of-credit or oyerdraft checking account
privileges.

Restate the essential difference between open-end and
closed-end credit arrangements (e.g., installment plans
and 1oans) 2

Discuss the terms a consumer typically is asked to abide
By under an installment plan agreement.

Describe and discuss the five most>common types of loans --
bank credit card loans, passbook loans, life insurance loans,
second mortgages (if a homeowner), and unsecured personal
loans -- in terms of eligibility requirements, relative cost,
amount that can be borrowed, and how they are obtained.

Distribute the special-purpose loan brochures and use to
discuss the ways in which loan terms differ from bank to

bank. &‘ .
AL

— -

iL 7OST OF CREDIT +vevessenocconcsssnssserssnnssnosssscsssossossons

D-18
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N
.
vv\/vvvv‘f
.
t
.
-
.
- A4 ’
3,
Q.
»
-

. B =

7 . : S ’ - @ °

L/" Purpose: to illustrate how gredit ‘chaxges are calculated and acquaint °*
. S M h L .5;5 Cov e o LI
- partiquants with the terms Finahce Charge and Annual (or Effective)
N Percehtége Rate (APR) and haw they can be'ﬁsed to determine which
. finfnciné arrangement will be.least chstly. :
; v e .
Activities v . ) - \\\

> * s . - ¢ ,

° Eﬁplain how the ddsclosure requirgméhts mandated, by the Truth
< In“Lending Act enable consumers to compare credit costs from
different sources, ° * - ’
. T - A
e Explain the meaning of “the terms:-Finance Charge and Annual
. (or Effective) Percentage Rate (APR). .

e Distribute Factsheet #6.2, If You Use Open-End Credit, You
Should Know...; read aloud and discuss.

X1

® G4 over the definitions of Finance Charge and Annual (or
Effective Annual) Percentage Rate. Use as an example a

_ $100, onélﬁear loan fo illustrate how the Finance Charge -
“and APR’ire cglculaped (a) when the loan is paid in a lump
sum at the ‘end of the year; and (b) when it is paid back in

. ‘ equal morthly payments. '

e Distribute Workgheet #6.3, A Comparison; read first two para-

graphs, allow participants -stveral minutes.to consider the .

s options, ‘then ask for opinions; turn-workéheet.gver and discuss
the answers given on the back.

e Distribute Factsheet #6.4, Shopping For a Loan; read and discuss.
e Describe how commercial banks, thrift institutions, credit
unions, finance companies, life insurance companies, pawn '
brokers, and loan sharks differ in terms of the types of
loans offered, eligibility standards, interest rates, and .
safety or protection. ’ : ’ f

1

L
<

»

D. ESTABLISHING A CREDIT RATING «.vvsvwsevnns

L M

enesssssessssststessssss 20 minutes

The objective of this component is to outline the pfocess by which

L3 .

credit ratings are determined and how a eredit history is built and

N . N v
\

maintained, ' -
‘ * >
Activities -
acc-yraee - o ..
o ‘e Describe the role of credit bureaus and how to cbﬁainua cdpy .
. and, if necessary, have changes made in your ctedit record. R
- , . D19 - . T -




e Discuss the factors —- capacity, character, collateral --
creditors consider in rating an applicant's credit-
worthiness. .

e Distribute Factsheet #6.5, If You're Denied Credit; read
and discuss

e Elicit suggestions from gé%%p abaut what one might do to ’
start building a good "credit History." Add other ideas
if necessary to arrive at a minumum of six.

<

MANAGING CREDIT 2% evvevseeusonnsnssacnaanssssssssncssassassssssss 15 minutes

[y

The aim here is to reinforce the workshop's theme that active ¢

management of resources, of which credit is one, is the key to

1

acleving control over the financial aspects of our 1ivei.

Activities .

° Distribute Factsheet #6.6, Basic Do's and Don'ts of Credit;
- read -and-discuss each point.. - .. - e e e o e ]

e Distribute Factsheet #6.7, When.In Over Your Head: read
and discuss.

FAREWELL .........f......................................T\\:..... S5 minutes

e Summarize what participants have done during the course
of the workshop and coﬁgratulate them on their accomplish-
ments. N

’

-® Describe your personal feelings about the workshop and
working with this group of women

"e Conclude with a iersonél goodbye.
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MONEY MANAGEMENT FOR WOMEN
"There Has to.be Another Way"

A consumer-education program developed by
the Center for Advanced Study in Education
Graduate School and University Center
City University of New York

(HORKSHOP SESSION OUTLINE]

Session #1  WOMEN AND MONEY

° °

>

Session #2

" Session #3

* MONEY “MANAGEMENT AND MATH

e How women feel about money and why
¢ What is money anyway? :
e What a money manager does and why
4 £ : . . \
MY PERSONAL MONEY MANAGEMENT PLAN .
e Step One: What do I want? —— determing oir financial
goals and priorities

e Step Two: -What do.I have to wogk with? -- estimating
our annual income

- -

A

o Step Three: Estimating our fixed and semi- ixed expenses
e Practicing the kinds of arithmetic that makes managing
’ our money easier

Session #4  PUTTING THE PLAN TOGETHER AND MAKING IT WORK

Session #5

[

e Step Four: Estimating our discretionary (aay-to-day)
. expenses ]

) e Step Five: Balancing our money management plan
o Strategies for cutting expenses -

“CHECKING AND SAVINGS PLANS

o SHopping for a checking account; "how=-tos'" of writihg
‘and endofsing checks and balancing a checkbook
ol Shopping for a savings account

«

’ °
Sessicn #? MANAGING CRED;T ‘

® Credit: what is it?"
o Shopping for a loan

) ﬁltablishing and maintaining a credit rating
e Do' d Doni't of credit

4
.

N
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Lo

FEELING GOOD

I
14

:
N

At various times in our lives, each of us has done things that made us

feél good about ourselves.
success, such as winning an award or speaking in front of a group; sometimes
to a private one, like finishing a Book. or fixing a broken lamp. .
In the two> boxes below, describe two thfﬁg:gihat you did -that made you
feel good about yourself. They can be-+big or sﬁall public or private; the
important thing is that they made you feel good. :Thimk back over yours entire
life tp things you did that made you feel good when you were younger as well

as more recgnt accomplishments.

- )

I FELT GOOD ABOUT MYSE%E,WﬁEN.:.. e

- -

o

about how old were you )

- 2
- . .
” 5
L - :
| " )
2, . - RN . R
- ~
. . - .
N -~ P .
e - PN
o * ~
® s~ o s ~ ‘
-~
. - -
q -
~ "\ - n
- z —~
~ A ~ B s .
A EN Q Y ‘ @
. A > about how old were.you ~ 7
3 : -
. . N - 2 " -
> ~ - ~ - -~ b ~~ -
- F v
ke

This good feeling "1s sometimes related to a public
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escribe something you did ixvolving

about yourself.
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MONEY .MANAGEMENT FOR WOMEN
*  "There Has to be Another Way"

4

BARTERING: What can I offer? What ¢an I ask for?.

v

\ Justa'as you exchange npney for products and serviges, you have other resources
’thé{( you can of fer in return for things you want and need. These other resources

are gkills and time, \ . ) : .
. ' M § T
‘ BARTERING refers to any trade df‘products or seryices that does not involve the

- direct transfez",of money. Whenever we ‘exchange favors\with other people we engage

in a‘ form of bartering Fo‘r example, if you run an erInd for a friend and in

return she babysits fo you, you are invelved in a bar ring situation\ .BARTERING,

as’a means for exchan fs a valuable alternative to money. /

Everypfie has cert%bg ills. " You may be handy with tools, b@not know how
to’ sew a hem Your neigh or, on-the other hand, may be a good seamstress, but
"unable to hang a picturé‘ Without relying on money, the two of youw could comé
together and:.trad_e skills, . In\%_dé;ition to Special skills, we can exchange our time
for things or se\rv‘ices we want. For’ exaple, if we decide to walk to a store instead*

3

of taking a bus or subway, we, e}'/.:hange our time to save money., -
‘%

What skills or time could you offer\to a friend neighbor, relative, or even i

to a sgranger in e}dchange for spmethin‘g you want' in retum" is, exercise can help
you develop a bartering system. On the next page is ‘a 1ist of items which could
be exchanged. Read through' E’he 1ist and in the blank .spaces add other services you
might be able to provide, In ‘the first column ("What can ffer"") on the b?ff%’
of page 2, write in the services youw can offer. r’ext,.in the\’-second column - ("What
do I wanﬁ"") list the services you might want in return. Now, what\service in
col\qm 1 could you exchange-for a gservioe in column 2’? Draw a line between an
item you can offer and any one thing you vant . 3

N You re not finished yet. Notice the e ;_ale we wrote in. we will offer tQ sew
hems for a f<riend in return for having her jj&g- our hair. Butan important part
of bartering is to figure out what would be a faig trade. how many hems is a hair
coloring worth? This is a personal decision and dependS\on how mucht something s
worth to you! ‘You might agree with the example that one hair coloring is wor:th three
skirt hems. Write that in the column-galled "Exchange Rate". Figure out similar

"exchange rates’ %fair trades)- for each set of services you want to exchange.

It might be fun to work on this exercise with friexzdg and form your own BARTERING
CLUB as the other groups have done, - .

<




‘ . \/ : s - ; * .
N . SAMPLE ITEMS YOU CAN BARTER * AR
) . .
ngysg,t: Cook .Bake} Wa,lk a dog
Shop . Do housework ﬂRepai\l; furniture Care for animals =
A K > ’ .
* .Do errands \ . . Sew Do da'rpexgtry‘ . | Care for plants .
&Rgpair appliances Provide a ride .  House sit Paint . ¢
. Decorate® .. ‘(::f)you have a Type ' Teach a language g
N y , Il -
Cut o.r f;t':yle hair . Manicure Tutor a child
— -, L . e
- ‘ . . p . ° : L »
) T BARTERING
. * . .- ' . . 0
- Y - : — - \ - ;‘ i
WHAT CAN I OFFER? 5 WHAT DO I WANT? EXCHANGE RA{E
Sew —° + . Babysitter \ o ‘o \
\ 7 —5 Hair color - - .- - -: 3 gkirt hems = 1 hair color
. °
>
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WHAT A MONEY MANAGER DOES

, g
- ‘ \ ) - . s ‘

.
There are people who make, a liying managino other peOple s money. These ace

the professjortal mone managers., et each of us in Qur own way manages money--
R Y y g y

s0 etimes without fully re ing it, and sometimes without liking it. Everytime

we take a decision E*Et JAnvolves spending or not spending, buying or not buying,
we are managin ogr money. %he professional has the benefit of speciil training

in warious methods‘oﬁ thinking about and handling money. Few of us may intend to -

7
'become professional money managers, but each of us can borrow some of the

professional\s. icks of the trade that will help/is mantage'our-own money more
easily and wit m ré profitable results.. Managqng money is important becausefit

enables us to use

r money with less waste, to buy -more oﬁ the things ve really want,

and to make our mone egrow! *

»

/

A

+

S

Below are skme\things a money manager does. Don(/ worry if at this mement

description doesg)t quite fit you. That's what this program is all abou“——
these ar? the thing$$we will be working toward tagether.
L "\ \
A MONEY MANAGER lmmﬁsmfos HER VALUES AND GOALS:
What are my values? Are material possessions (such as clothes, furniture,
or stereo equipment) ortant to me? Do I care whether I will be able
to live comfortably when, I fetire? Do I like the feeling of ‘not owing

anyone money? Do’'I enjoy entertainment--movies, going out to dinner? Is )
etdwcat fon important to me? What things are most important’ Least import&nt9

-
.
A

k.
[ ]

. What are my goals? Do I.want to §§’%d my money now on things I enjoy?
Do I want to save Up for a big purchase--a new television set or an
airconditidner? Do I want“to make, sure my family is secure and get 1life
insurance, medical insurance, and hOmeowners insurance before anything

else? Do I want to save for my children's college expenses? Am I aware
, when my goals conflict? - . 6
° A MONEY MANAGER KNOWS HOW TO PLAN FOR WHAT SHE WANéS o .

Do I know how to Bave a portion of each paycheck? "Do I know how'long it
vill take me to save $100? The amount I need to accomplish one of my goals?
Do I.know which kind of savings account yields the most interest and st{ill

allows me to withdraw.money when I need it? Can I make new plaps as my"
life situation changes? ' . :




WHAT A MONEY MANAGER DOES/page 2

- R \
®

. -
. A MONEY MANAGER KNOWS WHAT HER CHOICES ARE:

Do I know how to comparison shop? Do I know where to find information
about the pros and cons of different types of television sets? Do I
know whether the sweater I saw in the store in my neighborhood is
T4 available at another store for less money? ‘Do*I know the difference
between brand name products and no-name _products? Am 1 aware that I
sometimes choose” 2 more expensive item just because I want to? _ .
e A MONEY MANAGER KNOWS HOW TO KEEP TRACK OF HER MONEY: . \\
‘ What is my total family income? Do L know how much each member of my‘

. ‘family contributes to the household, taking into account part-time and
moonlighting Yobs, and allowing for taxes? Do'I remember to include -
intome from other sources, such as interest on my savings acceunt or ’
‘Christmas/Chanuka Club? Should I count the rent 1°geét for the small
room on the top floor? - A .

: What are my expenses? Hoan%ney do I pay out regularly each month
for rent? food? wutilities? Do I kndéw how much Y-wusunally Spend T
year on entertainment? transportation° .clothing? Is my child's .

. allowance an expense? What about the finance changes 1 pay on my credit

' card balance? Can I account for\how I spend my money on each month? Do '

I know what choices I have when }t comes time to buy something--and how .
to decide among them? )

»

v

Do I know what I can gffd cannot afford? Do I have mo to buy a new
dining table? Does it[make sense for me to try to save u buy a car
) by the end of this yeal? Rigﬁ% no%, do I have money to buy a w .
S ’ coat.on sale? Can I t3ke a vacation this summer? ¢ S

In «he upcoming sessions we W dealing with -each of these topics and * ,

questions trying ‘to find answers which best fit our own individual situationms.

By the end of the last session you should be wfll oh youﬂﬁiway to being able to .

[

say "Yes, I'm a money manager."

P \

<
" ~ "Money is meant -to seg you free not to entrap you in a vicious circle
A

“of earning gnd spending. VIt is meant to gdve yourthe means to help

yourself gnd to help others.' - .

1 v ’ Eliot Janeway
’ ' . . Musings ou Mon hy
v ‘ ~ ‘
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- paperback copy (or less than the price of the hardcover). Then we still have another option. Did you

. Y

L - © #1.5

MONEY MANAGEMENT FOR WOMEN
’ "There Has to be Another Way" :
. CONSUMER CHOICES: EXPLORING OPTIONS .

-

4 [

~ [

Anyone who buys goods or services is a consumer. As consumers, we often have more a@hoices avajlable to -
us than we think we dd. The cost of a2 product or service may be very different depending on how it 1is
packaged, and where a:h when it is bought. Once we decidd to buy a particular item, it makes sense to find
out about the different ways it can be purchased. { . !

Three consumer items are listed on the next page: a service (telephone), a product (a book), and a food
item (mayonnaise). t we have done ' is to show how the same type of item can be bought in different ways for® .
different priées} For ‘example, look at the options we have agvailable if we want to read a particular book
(column 1). First, we cah choose between borrowing the book from the library (which would cost us nothing)
and buying out own copy. "If we decide to buy the book,. we can choose between buying a hardcover copy or a - - .

know that often the sahe book sells for a very different price at a ragular bookstore and at a discount
bookstore? Or-a good used copy at an even lower,price at a used-book bookstore? .

In deciding among these options, however, price may not be the only factor to consider: fhere are
trade~offs fhvolved in choosing any otde option over another. For example, the hardcover version of a book
may last 10:§fr (it's more durable), logk nicer; and be ‘eagier to read (because of it's larger print) than
its paperback’ version. In making our choice, we can decide whether theseqqualities are mofe important to us
than the amount of money we would save by buying the book in paperback. The point is that if -you don't know
what your choices are,s.you may spend more than you need to., You might buy the book at Doubleday's in hard- ‘
cover for $14.95 when that week the very same hardcover book wasiavailable at Barnes & Noble for a special
price of $4.98. ’ ' ’ ’

‘*NKB another example look at column 2, which shows the options available for telephone gervice. You could
save $3.00 to $4.00 a month by using a sqghdard model phane (with a dial) instead of the mére costly trimline,
princess, or touch tone models, And, are you aware of the differgnt;service plans available?: Is there a plan
that will meet your needs as well as the plan Xgu have now—and cost you less each month?

o~ » ! b R « .

’ - - . 3
. . ¢ . © ) >
There are -even alternatives when it /comes to buyiﬁg_everydqy food jtems like mayonnaise. Take a look at
column 3. You can buy a well-know brand name (Hellman's), a 'store brand (like Sloan's Krasdale), or a no-name
brand (sometimes called "no frills'") mayonnaise., Compare the difference in price for the identieal 32 oz. iar.
This example also shdws something else about choices: if you do some arithmetic, you will see that even within ° ..

the same "brand" family, there .can be ardifference in cost per ounce, depending on the size you buy. “

These are just three examples of the many, many consumer goods and services that differ in cost depeiding on
how they are packaged and where and whén they are purchased. Think of what you might save if you find out yhat

your options are before you buy! . .
° ’ * . ) 87
. [ . . - . .' } ® . .




( CONSUMER CHOICES

(1) "BOOK: 'ﬁ\“rer"fgnq‘s Mﬁ‘mey Book, Jane® (2) SERVICE: Telephone ‘service plans and (3) FoOD: Mayonnaise
Bryant Quign, NY: Delacorte"Press, . phone models
* 1979 ‘(pape back; 1980)

pa

. !
OPTIDNS s, e . OPTIONS )
.o . "OPTIONS: -

L i .
BORROW : RN SERVICE PLANS (Monthly charges)*

$00. 00 .. library or friend *Basic Budget . ‘1 32 ounce jar . .
" PLUS a charge for each outsoing .
local call as follows: $1.99 .+ Hellman's (brand name)

M, ‘ ) $1.59 .. Sloan's "Krasdale"
Right rate
New Hardcover (1979) Late night, weekends, . $1 19 (house b](:and) ’)
and holidays < . ++» No-name (generic) brand
gl‘;:'gg o ;:8“13]7 bgzkskzore . {This plan ig best for those who do not .- . : Y
. . scount bookstore make many local calls.] Price per ounce'by Brand Name and
. (special sale at Barnes . Jar Size : ’

& Noble sale annexks)

. call allowance of $4 per month) Hell g
a charge for all outgoing local > man
. New Paperback (1980) . calls at the same rates as above, 32 oz. jar .cvv0vv...6.2¢ o0z,

) AND AN ADDITIONAL 1¢-per-minute .
$8.95 .. regular bookstore charge vhen your call sums longer 8 oz. jar ..........8.6¢ oz.

?7.49 .. Barnes & Noble sale than 5 ainutes. [This plan is
arinexes best for people who usually speak Sloan's (Krasdale) house brand

RN less than five minutes per call.] 32 oz jar 5.0¢ oz

- . . o0 0000000 0 .

®Untimed Message: Rate .
LLed Hardeover or PaEezback . F105 (if you go over the bullt-in 8 oz. jar ..........7.4¢ oz.

2 = $4 local.usnge allowance) a charge
$ ¢ .- second-hand bookstores for all outgoing local calls at the No-name brand

(Strand Books did not _ rates given above, but no additional 32°02. JAr vvvenrn...3.7¢ 02

have a used copy of this , charge no matter how long you talk. " 8 oz. jar ..........not available
book THIS WEEK, but it [This plan is best for those whose calls ) TrrRrrnrew
may ‘show up in the fuf:ure) usually run for mare than 5 minutes.] s

AT

. *I‘t&ddltion to these monthly “service"
thrift shops, garage charges, your phone bill also includes
sales. etc. a per-motith charge for your telephone s -

? ‘(see Telephone Models below) and-5 wire
' charge that’varies.depending on where
you live ($1.63 {n Msnhattan).

»”
TELEPHONE MODELS (monthlv charye«)
Standard Rotary.... $1.77
Princess...... ... 2$4.70
Trimline......... . $5.67

Plus an addjtional $3.19 per month
charge, for each model with trurch tone,
No charpe for color.

]: MC

IR A i Text Provided by ERIC
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.

THE_LOTTERY

Imagine you have just received this official telegram:
. . . .

A4 .

western uniogn

CONGRATULATIONS.

*YOU HAVE JUST WON-$10,000 IN THE NEW YORK STATE LOTTERY.

v
P 0

. . * ]
What would you do with this money?” Use the rest of this page to

"+ describe how you would upe your winnings. Feel free to write out a shop-
ping list, jot down notes, dvaw pictures, etc.

Bring this worksheet with you to Session #2. - It won't be céllected,
but you will need it for the discussion. .

N4

* L]

-
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. MY FINANCIAL GOALS

<

\

- “Listed_ below are some of the financial goals that many people share--things'
'.they work and save for. Not everyone has the same goals, - and we wouldn't expect
them to, for goals are very personal. There are no "right" or "wrong", financial
goals, only goals that are pergoqglly important to you. Another thing about
goals is that everyone seems to have several. This exercise should help you __~—
’ bette? uriderstand what your financial goals are. . '

’

-

First: read through the list quickly to see if all the things that are
* important to you are included. If they are not, add them-in the blank spaces at
the bottom. ' - v
Second: Read through‘the list again, item by item, and.decide just how
important each item is Q? you right now. \
if it is NOT AT ALL IMPORTANT /to you....put a check in column 1
if it is SOMEWHAT IMPORTANT #0 you......put a check in column 2
if it is VER% IMPORTANT to ypu..........put a check in column 3

' Third: Look at the goals you checked as "Very Important" and circle .the
three you consider most important of all.

o - (1) NOT ATsALL | (2) SOMEWHAT (3) VERY
SOME' FINANCTAL GOALS JIMPORTANT | "IMPORTANT | IMPORTANT®
to have more money in the bank 4
to take a vacation each year i : 1

to have dinner out more often

to not be in debt .

to buy stereo system (or something
similar-- a T.V.)
to go to the movies more often ) *

to ownl a new car, B

to send my children to college . - o ' ~
to invest in_schooling or job ;
training for myself , .

to have health insurance

to own a home of my own

to go to haigdresser regularly
to join, be a member in a "Y'
social club, etc,... ’

~

to buy a new coat
to buy more new clothing

~/

to move into a larger apartment

ry

., to take lessons (music, art, dance)

to redecorate my homé \JZ T

to have more money to invest
y =

/[ ' N : :
* / ,

-~
,

\ ) . } . - . J
C '@CAQE/IRDOE, 198

1
= -
~ e ’ - ‘ - ] . ™~ . .

-

Do



-

*

DILEMMA/oagé 2

THE DALEY'S DILEMMA: An Analysis

The Daleys are in a situation that families typically face when
making a financial decision. Each family member has somewhat different
values and-goals that need to be discussed before the family\pegins to

-

explore their options and decide which choice will work out best for the

N

family as a wholé.

Tpe Daleys have a numher of alternatives from which to choose and a
number of different ways of arriving at a decision about how to use the
$800. Even in decision-making situations involving a limited amotnt .of
money, there are usually several options--some of which come to mind easiiy,

others that become apparent only after some thought,

Several strategies the Daleys might use to arrive at a decison are¥~
given below. Each strategy will result in a different use of their money

and different consequences for éach family memberx.

Read each decision stratégy and, in the space provided under»eaeh—-—m-—
describe how the Daleys might spend the $800 if they used-that particular
method and what the results (consequences) would be. * Note that edch- mathod

involves some kind of compromise. We have provided an example for the first

decision strategy.

DECISIGN STRATEGIES . *

'1. CHANGE THE TUNE: Instead of each person insisting on their original

plan, they come up with a mew proposal that will gccommodate everyone.

Example: Mr. and Mrs. Daley decide not to take an extended vacation,
Et instead to go on several one-day family trips and to take.
three long—weekend trips alone so they can relax together. *
This would leave enough money to at least start repairs on ‘the

- roof. They also decjde to shop for Wendy g winter jacket now
(since it's off-season there should be, some good sales), and to
pay paft of the cost-of a new bike if Wendy gets a summer job
and contributes to it, and if she'll babysit her brother on
those weekends her parents are on vacation.

/Conseguences: Each family member gets some of what they want. Repairs

' will be started. Steve will go on vacation with his parents
and have them around most of the summer. Mr. and Mrs. Daley ’
will have a few days of relaxation alone. Wendy may get her
bicycle,sbut she will have to get a summer job and give up

. three weekends to babysit. She will also get z winter jacket
although the varfety may be limited at summar sales. o

E-12

L4 . ..
.
, . . .
" 14
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e ) .
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‘ . THE DALEYS' DILEMMA .

-

) s a beautiful, warm spring evening in early ﬂay. The Daley family
s “ ,(‘Hr . Mrs. Daley, theilr 9-year old son Steve, their l4-year-old daughter
v Wendy-and their dog. Sandy) are sitting around the table finishing dinner.
«Mr. Daley mentions that by July the family will have about $800 in their
savings account. He says that he wou]j really like to use the money for
a vacation—-a week or so gﬁ relax at .a resort alone with his wife. Mrs.
Daley agrees that.a vacation would be wice (they haven't taken one together
v in years), but she feels the money should be used to repair the leaky roof
T ‘on the*; "otse which has been getting worse every year. Mrs. Daley points 'é’§ ;

out “hat the savings aren't enough for both the repair. work and'a vacation.

. She also says that a resort is vway beyond their means. Mr. Daley, on the .

———-——ot-her hand, argues that according -to-the ads he's seer in @agazines, $8600 —

- . ‘would surely buy a "no frills" wacation at a resott.

I

. Wendy, the l&—year—old, interrupts to say that if she's going to be in B
+ the city this summer she will need a new bike. ‘Steve, .he'l':' brother, insists )
) that if his parents go away on vacation, he wants to.gowith them. At this

. point Mrs. Daley reminds Wendy that she needs a new winter jacket; a new
. R ,obike .now would be an unnecessary luxury. X ’
<" L4 - .
. o, x x % %

Obviously, each Daley family member has a différent goal. Mr. Daley
wants a vacation, Mrs. Daley would like a vacation al‘so,' ‘but recognizes
that the roof should be repaired. The daughter wants a new bike, while
her. mother say‘s she needs a new'winter’ jacket. And some plans have to be"

made to take care of Steve'if his parents go away aloné for a week or two.

N - . o . -

vy
\

. ) | & | 93 .
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TAKE TURNS: .. In this  option, _some members of the \family éet*what the};
want now" by agreeing to allow the .o'taheré.’to have first :cfxoiCe the ne;;t

~

. time money is available. N ~ A . ~ T
- ) i v . N A
Example: . .~ a b . v
L . ) LA . e Coe - -
t - H R ..
- > .
g - < N
. . R - ) .
. . 5 . . A L s N
i . ‘- A . 4
. . T . ) - ; . .
. - . - ! . )
\ * . R B
. " v
. . . 4
. C&tsequences: 5 i - 0
. " > ’ > - , .
. » 1 YL -
. A ’ ’ »
3 -
L3
4.
. . \
. ’ v,
[} , 1 ‘
. N N ~ . 1 - 2
3. GIVE IN: Some family members Simply give in to the wishes of others. *
—_— . . i
i4
: v o
Example: —_ . ‘
oo o D)
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. " R 4
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o .
o
L 2 - ‘ ‘
: ' ‘ -
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~ family will need to argue convincingly enough to win others over to

" DILEMMA/page 4
s
AY

L]

. SET PRIORITIES:. In this instance, the family decides that some members"’

‘wishes are really the most important at this time. (Note that this

option involves making judgmants about other people®s values.)

~— - -

Examgle

Consequences:

™~

[y -

-
a s

WIN PHEM OVER: To use this option, one or more members of the Daley‘

L

.
°

their way of thinking.’

Example:

nsequences: _
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6. TRADE-OFF: In this decjxsigp aking opti_on, ,some family members agree

° 9
. - .. ~ ,
o \to Bhe others' demands in return foi’some other form of compensation.
~ t
e : Example: 2 ‘ Do A
. / e :
-
3 [ A
» 3 B .
» y -
| . - “ . . L]
M N . 2 '
. [ . »
’
\ .
. . R . ] “
* . ? A
Consequences: . )
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MY FAMILY'S DILEMMA N

Now and then every family finds itself in a “Daleys' Dilemma"
situation. Even a one-person "family"™ has to work out a compromise bﬁr
“tween conflicting goéls (in this case their own) in reaching a decision

about‘hoé mbney is~to be .spent.
' Take a finahcial decision your family is facing now and write it down

in the space below, Then, think the problem through systematically,
.cansidering %il of the options suggested below and figuring out what the

A outcome is likely to be in each case, You may come up with some workable

solutions that you hadn't thought of yet.' .

v

.

-

MY DILEMMA: (State your pzoblem as clearly as possible,)

o - M P

. {

MY OPTIONS . , . .

(1) CHANGE THE TUNE:

s ~ N < . M
- ‘ ) .
(2) TAKE TURNS: . R . .
» ‘ i
$‘ ) t g . .
. . e . o
(3) GIVE IN: AN " -
’ : ¥ o : Vs .
' .
- - \ e
() SET PRIORITEES: ° ' L el
P \ - A4 :' . \ z
b M . - LY .r ¢
(5) WIN THEM OVER: L SN : "
“» ~
) . S el )
. " ' * \y c': . ‘
(6) TRADE-OFF: 0 .o L
\ - ‘ { ’ . e , . ‘x. :
' ) s )
5' - - . - _' ) - ‘i N
© ' . , : : '“’ £):’ N .A'
CASE/IRDOE, 1"981 . ‘ .-y E_]ﬂf . . . \

- v
» \V’ . L Y
\ * s .oyl L)
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- MONEY MANAGEMENT. FOR WOMEN
’> -, v "There Has to be Another Way" ’
. . -~

ESTIMATING ANNUAL ,FAMILY INCOME
. N h
Your annual family income is the total amount of money your family takes in each year. Family
income may come from a number of differen* sources. Some people, for example, may work for companies
that give employeg'bonuses; others may rent out a room in their home; still others may receive child
support, AFDC, or alimony payments. Income also tends to arrive at different times - regularly or irregu-
larly - depending on the source. Part of your family's dncome may come in on a reglilar weekly basis (like’a
~ salary paycheck), another part on & monthly basis (say, child support paymemts), sgﬁll~another part
. only quarterly (like interest on a savings account), and yet another part just onceéla year (like a )
> company bomus or a cash birthday gift). //

The ctrt on the folloping page will help you estimate the ‘total amount of income your family
. will have to Work with thi§ year. It includes a list of possible income sources and a ¢olumn for
each of four different payment schedules--WEEKLY, MONTHLY, QUARTERLY, ANNUALLY. Not all of tHese
sources may apply to you, just use the ones that do, :If you receive income7from a source not already
listed, add it at the bottonk )

N, : ~

81-3

. 80 down the list of sources and for each source -tiat applies to you, write the dollar amount you .
. -eXpect to receive in the appropriate column. If money comes from a source weekly, enter the dollar
. amount you expect to receive each week in Column 1 (WEEKLY), multiply that amount by 52 (the number of
weeks -in a year) and write the answer in Column 5 (}2-MONTH TOTAL) . If you receive money from a source
once a month, enterathe afiount you receive each month in Column 2 (MONTHLY), multiply that amount by 12 ¥
(the number of months ih a year), and write the answer in Column 5. For income you receive quarterly,
"use Column 3 and multiply the amount you expect to receivé each quarter by 4 (the number of quarters
. in a year), and again write your answer in Column. 5., For a source that provides income only once a,
year or in irregular dribs and drabs throughout the year, enter the totak dollar amount you expect to
X receive from this sodrce this year in Column 4 (ANNUALLY), multiply by 1 (remember what happens when .
any number is multiplied by 1?), and enter your answer in Coltmmn 5 as usual. : -

s 0

+ In all cases,where ‘you are not sure of the exact amount you can expect to‘}eceive from a source,
JNDERESTIMATE--that way you won't be caught short, at the end of .the year, or if it turns out that you
receive more than you originally estimated you could, finish the yeat with a surprise surplus.,

The last step is to add down Column 5. The final total tepresen?ts a good workable estimatepf your )

1981 Annual Family Income--the total amount of money your family %11l Have to workswith in 1981. (You

] may also want to divide this annual total by 12 to see the average amount of money you'll be dealing N
with each month.)” | ' . *

A 99




ESTIMATED ANNUAL INCOME - 1981

\

INCOME/ page 2

§OURCE
oF .
INCOME

=

Usually comes in

(1)
WEEKLY x 52
(once a week)

(2)
MONTHLY x 12-
(once a month)

(3)
QUARTERLY x 4
[ (once every 3 mos.)

(4)
ANNUALLY x 1
(once a year)

(5)
12-MONTH
TOTAL

+

My take-home Salary
. (after deductions) \

-

Zake-home Salaries of

: otﬁezj family members ,

/
Alimony

Child~support
payments

Ald to Families with
Dependent Children (AFDC)

Unemployment , °
compensation |

!}oonl ighting jobs

\

Company bonus

" Rent paf8 to me

Cash gifts.

Interest on savings
or investments

Amount repald to me
hy others

\

©CASE/IRDOE, 1981
s
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-

IMPORTANT FAMILY DOCUMENTS AND FINANCIAL RECORDS .

. P . .
. Financial affairs .always se;; tO‘;nvolve pfeces of paper: recoéds of

what you bought and sold, promises tb'pay, proofs of payment, and identi- Tos

fying documedts, among others., Some records_you neeé fairly o?ten, others .

leSSeréquenfly, and some only rarely. But no matter how d%ten tﬁey are

- * ué}d, when you need them you should be able.to, put yéﬁr hénds\oﬁ the cor-~

" rect document or financial record right away . . ot
- The following is a list of some important family records’and docugents ‘ ,
g e . you should have, and a very brief example of why;each is important.: Go ;
o . ' through the 1list to see which of ‘these you already own and which you will . N
Yeed £9 get. You may then wish to store thése ﬁapers as sugggste&. "
. ¢

. v ' 4

- ’ ~ -
- Items to be Kept in’a Fireproof Strongbox or Safe Deposit Box

A Birth Certificates - to prove who.you are and when and where you were born. ~.
A birth certificate is needed o register a child in a public, school; -

. to apply for a driver's license, marriage license, etc.

»

A . N ) )
VCitizengﬁip Papers ~ to document citizenship. gequined when, registering

. ' to vote, applying for a U.S; Passpors, etc., - .
. ‘Marriage Certificates -~ to prove that you were married to whom and when- - L
Needed when drawing up a will, taking out insurance policies, applying.._ .

. . . for separation_and divorce, etc. -

( ‘ .
Adoption Papers -~ like birth certificates, to document who you are and
what your legal status is. )

P [y

.
-

- ‘Divorce Decrees - to prove that you were divorced,” froiwhom and when. o
. Needed to apply for a license in case of remarriage, to protect you -

from liability for an ex-spouse's debts, etc. .

¢ s 3 N ‘e .
) Insurance Polipies ~. documents from your insurance company to prove amount
3 :

> of policy, coverage,: benéficiary(s). R

»

v

-

Separation Papers - to prove'légal sgparation.\‘Neqded to -document finan-~
' cial and other agreéements .(such as visifing right§ for children), etc.-
1 . . . - - s . .
Wills ~ these dictate what” you want done with your property and/or possessions,
» and who is to take care of your minor children in case of your death.

. ~ -
»
-

~ ¢

. : . LS -
; Death Certificates - to prove death. These are needed for tax purposes,

*

. . “.oint ownership, for.collecting ipsuradee, for social security bene-
fits, probating wills, etc. . ’ - .
Thg

. (s
. - . .




DOCUP%NTS/ page 2

N 7%

-~

Deeds.- to prove ownership of property. These are needed for sale of
property or in case of death.
»

\
[

Titles to -homes ~ to prove ownership of home, by whom, and under what con-
ditions. These are required for selling-your property, renegotiating
a mortgage, etc.

Veteran s Papers - to prove. lehgth of time in armed services, kind of
discharge, and date of discharge. These are used in claiming veteran's
benefits and obtaining other services for which veterans are eligible.

Y
Bonds and stock certificates - to prove ownership of securities. These
are need d in the sale of securities and in case of disputes about
-divi@end payments, etc. . ) '

Important Contr cis - const1tute writfen proofs of agreement between you
and other jarties._

’ z < -r

.

Hoﬁ%ehold Inventory - a record of exactly what you have and what it wés
worth. Theo. are needed for insurance’ purposes in case of fire or
theft. ’ ’ .

. Items to be Kept in an "Active File" in Your Hbme
e . .

Tax Receipts ~ receipts of taqu pa1d These are needed for reporting

to IRS.

- T . ¢ -
Unpaid Bills - Notices of money you owe from utility companies, department
° stores, apartment managers, etc. These a%e to- rem1nd you to pay them.
Paid Bill Receipts - receipts for what youw have paid. Receipts_for maJor
‘purchases should be attached to your household inventory, to show .
«insurance company in case of loss. Keep other receipts for a short
time in case you might want to return tke item.

L]

. Current Bank Statements - A monthly record of your banking ‘activities .(checks

paid, bank fees, interest accrued, etc.) sent to you by your bank.
Keep them for referral, in case of bank error -\ ur oﬁn.error.
%
Current Cancelled Checks - checks you wrote that have.cleared your bank
and are enclosed with your monthly statement. Keep these to prove
payment in case of question. Some checks (suth as those for medical
expenses) constitute important proof in claiming income tax deductions.

£
Copies of Federal and State Income Tax Returns - " that are sent to the IRS
when you file your income taxes. Keep copies at least six years to
substantiate what you reported to IRS. . '

Incdomg Tax Working Papers - records of your calculations for determining
/your income taxes. Keep with returns to show how you arrived tat
reported figures, if there is a question.

¢
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A ruitex: provided by ERIC
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. ; , DOCUMENTS/page 3

Employment Refbrds - records Qf proof of employment, termination notices,
fringe benefits information, letters of recommendation, resumes.,
These w111 help in job hunting, filing income taxes; etc.

Health Benefit Information - records of your health insurance, your costs
and reimbursements. May be needed‘for income tax purposes.,

v

Credit Card Information - your monthly credit card blllJ( contracts, credit
card numbers, etc. These are .necessary to settle disputes over bills, ~
or to report a lost or gtolen card. . .
\ - v
Family Health Records - esbecially important in case of new doctor or
clinic, to give needed and accurate information.

Appliante Manuals and Warranties - manuals should be kept to show how to
- operate appliances; warrantles should be kept unt11 explratlon date

T in case of possible necessary repairs..

-

Receigté'of Items Bought Under Warranty - proof of punchase. These may be
required foyr obgaining refunds, repairs on defective purchases.

-

Educatlon Information - h1gh school and college d1plomas grade transcripts.
These are needed for applications for further education; often needed -
for "job appl!%atlons "~

. a
.

Inventory of Whae’s in Your Safe Deposit Box - a list of items may help
' your executor or guardian in case of your death or disability.

Loan Statements - a statement from your lending institution stating amount
apd conditions of a loan. These are needed for paying off a loan,
o changing conditions, etc. : \ . . s .
. . [ . PR

Loan Payment B®oks - Necessary to kegp track of how mvch you have’paid and .

how muchy you still owe. '

- -

Receipts of Expensivé Items Not Yet Paid For - to show own€rship, date and
conditions of payment.

&
- ‘ -
assport - a book showing your c1tizensh1p, travel record. It is needed
for  travel ouytside US. 3 also good for identification. e - ~

Sdcial Security Card - a card showing your Social Security number. This
number is needed for employment, on your, incomé tax form, and to

_claim Social Security beneéfts amgng otWer things. L
. e '
Burial Instructions - a legal dncumenn to be used by your family and/or /
executor after your death to follow your’wishes .
. R &» '
. ¢ L N
\J -
¢ - ' . » -
’ }
.. , ) - v .
M - E"22 10\ . R
.« . ’ r - , ‘4. 3 .




’ ‘ s o DOCUMENTS/page 4
» - s e * ‘.
- ' Items That Can beKept in Dead Storage.

3

’
.

“Active -File" papers more than 3 years old can be stored in a less
convenient place. But don't throw them away. They may be needed, for

_ example when you sell a house, to save your estate money after your death,

or to support your case if your tax retyrn 1is* audited v, L

Exceptions: Passport (should be kept in your Active File until expiration
p .- ) date, usually 5 years, to remind you to renew it)

Social Security Cards

.. Always kept in the Active File
. Burial Instruetions o

¢ . 7

* Items to be Discarded !

Salary~Statements (after checking your W-2 form) . ,
Cancelled Checks for cash oF non-tax-deductible expenses
Expired Warranties > . -
- Expired Licenses
. Expired Coupons, Lottery Tickeg§s, etc. -




MONE‘(" MANA;;EMENT Fok WOMEN
: "'l'her& Has to be Another Way"

g A n e wm e AL

We ve dealt wi,t:h monev coming Y (income), but what about money gomg ont—-
~our expensas’? ExPenses are generally divided :Into tferee large c.ategox,l.es. fixed,
N A -~
semi~f;xed au& dlscrectionary. ,

xe‘that must: be padd~-and mcs»tf éftenfpaisi
Tona regular basis, }{ow frequently payments are made var,’nes depending on what is

i‘.beipg paid for. The b.ill for teiephone serva.ce for example, is due. once a month,

wh:.le child day care sewice may “be payable_ daily, weekly osn-nthly, dependmg on

- yaur ﬁarticular arrangement. Sinee this is the case, the T arz:s on the foliowing

; page have "the same WEEKLY MON'EHLY QUARTERLY, and ANNUAL columns we used when ¢
estmatmg annual income. i T AN . -

. .

-

For 'a payment; made ezu:h week, write’ the dollar amount of that average weekly

éxpen"’s”é” in Column 1 (WEEKLY) ° and mult‘:[pl};; that figure by 52 to £ind the 12-MONTH .
TOTAi;, siﬁdlarly, the dollar amount of average mqnthly, quarterly, and once—a—year
v yayments go" {ﬁto Columns 2, 3, or 4-—-and are mult;::.plled. by t:he apprOpriat Vnumbers
to arrive at the 12-month tctais, e 4 j I SR

. ~ ‘-,

A\‘

'»"' B’efore you, begin, rgad through the expense céfegories llsted ori- the charts
L fad - :l,ﬁany of your currently flxed or semi~fixed expenses are not Listed ﬂadd/
= them ax: the bottom oi;' the appz;opriat:e cbﬁrm W

P

helg ‘ﬁs start 1982 with 3 c:leaner slate, or even a lit;tle ahea& of the game.

RN TR, e

; Remanber the ol& ci:.che s Faremmed s I«'oreax:med. ,
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ESTAMATED ‘szﬁi'sﬁim XPENSES : 1981

L]
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- MONEY- MANAGEMENT FOR WOMEN | BN L Ce
"There Has to be Another Way"

L9
1

. ‘ A TYPICAL PROBLEM T ol y
. \ ‘5 R R . (r.
. -~ < i :
You want a new shirt fbr work. A store in ‘your neighborhood has , -
. one that js just what you had in mind. While the price is right $18. 00 . - -
© not including the 87 sales tax, tﬂ!’store .is open only from 9:00 a.m. to - '

6:30 P m., Money through Friday To buy,the shirt There you'll@’ave to 8 .

- directly from the office which means, paying the baby sitter for an extra . ST

. ) hour. ‘ . . : '

Happily, you see in the newspaper that the same exact shirt is on 1
sale at another shop- for 20% o@f (plus tax) ' That store is open from, N
10 00 a.m. to 6% 00 p. m. on Saturday and‘Sunday only, and it's two buses

and 20 minutes away from home. If you go on the weekend it means either A -
/
taking the ‘baby or hiring a sitter at $1.50 an hour. .

» ) -
If you were to decide where to buy the’ shirﬁ\gn%the basis of meney -, e
alone, .how much would the shirt cost you at each store?,

-

’ . .




M ’
v

Percentages (Z) seem to appear almost e rywhere. We have & sales tax of ‘8 percent -
(8%), interest rates of 18 percent ), and 25 percent ﬂ};jxounts (25% off).

v
- .

2

- - 52% = ot | ' - o
. . . 17.5% = L e . -7
E 106%¢= '

. .- 5 . N
‘. v}’ . . g“ .‘ ’
! ‘ o I .
‘. { . o :
Y o (Pleqse'tum over) - :
. N » ' e .
. " \ 10
d 9 . {0,
E~Z7 Y .

&) ol Ny 2 3
k i :

s " 1. ST ) Lo R
3 ‘u :,'m,a;,¢ @ - ¢

- o MEMNN T R,
: Ce . . ‘ ) 2
- " ) .9 #3/ N
MONEY MANAGI@MBKT FOR WOMEN I .
"There Has to be Another, Way" . ™ . St
~ ..G . ‘ ~ ' «
(EVERYDAY) PERCENTAGES!' . 4 ) \
e 7 - . ‘e . i - ’ . ; -

Working with percentages requires that We:know that percent means hundredths. So: '
B v . . d ‘
+25% = 25/100 (25% = -twe?ty-fivejhundredths) A
N 15% = 15/100 (152 = fifteen hundredths) - .
5% = EK/ 100 ( 5% = five hundredths) - S
. B . / -4 A ’ )
Dividing by, 100 has the effect of moving the decimal point two éigit:s to the left. <
(Note the invisible decimal in 75 is 25.) So: e .
. , 25% = 25/300 = .25 . , ) : L
15% = 15/100 £ .15 A ' :
«° . ! @ !
' 5% = .5/100 = .05 L RSy .
. . P q ror . - . <
~ We can even skip the middle step (which is‘always a fraction with 100 in tfhé : "’17_
denominator) and just remember to MOVE THE$ OIMAL POINT TWO PLACES TO THE LEFT
. WHEN YOU ARE CONVERTING A PERCENT TO0 A DEC ) a * .
\ . . X N
e For example,. 35%,= 336. .= .35 b - ' . ’
. ' 602 = ;60, = .60 ~ - . ; - .
e ‘ BRI Vg 'os-.. = .08 2 e 4




L :;' ’ >
2. - ‘ ) N N l ' y ) )
. L . . PERCENTAGES/page 2
’ - ‘ ' » !
- - . ' . '

[ . .
. P q JE

r .
’ Chanéing' a decimal to a percent meaug doing exactly thg o\pposite'of what we'have

« just dote, g~ l
. ’- - . ' \ N
. . e
TO CHANGE A PERCENT TO A DECIMAL, MOVE THE DECIMAL POINT TWO PLACES TO THE RIGHT.

e

¢ ‘

" “for example: ‘ . ,
.5 = 50,2 = 50% )
[y | ~ ve ) , .
_ BRILEL R S : o ( N .
J ; - 25 = 12.5% = 12,52 =12 1/2% )
. L5 5150.% = 150% : : N

Here are some more challenging problems:
Convert 1/2% to a decimal: .
"To do this, first change 1/2 to a decimal (.5), an‘dntﬁen moye ::he. decimal
point two places to the left . ' . .
1/2% = ,5% .005
: - Also N °
S 1/4% = .25% = .0025 , 3 :
> ] .

h 2

[}
]

[}
L]

r

Convert 3/8 to a.percent; -~ %
To do this, first change 3/8 to a decimal and ‘then move the decimal point

. two places to the right: ’
1 3/8 2 ,375 =37.5 = 37.5% - : .
. AN
o - ‘ 'd
) ‘ £
.
< \ ’ .
, i
'S :
N
, . 3 e,
‘ s .
- * 3
* -, @ ’

© ; oo
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, MONEY MANAGEMENT FOR WOMEN \ o
. ¢ "There Has to be,Another Way"

-
b f

4 - + (EVERYDAY) FRACTIONS!

R

From everyday experience, we are used °to seeing fractions likel/2 or 1/4 Other
fractions, like l/12 or 1/52, are iess familiar but still “important.

N - IS . !
3

\
" All fractions can be .handled in a similar way if we'do the following Imagine 1/2

“as saying "A whole pie has been cut into 2 equal pieces and I have 1 of them."

°

Then draw the sentence‘ .
1/2 .

3/4 then reads,' "A whple pie has been cut into 4 equal‘pieces ahd I have 3 of
them«""DraW'the pie: ~ 3;ﬂ'

e

-

N

Fractions like 2/8 or 5/7 convey;a siniilar meaning--that is, the concept is the
same--they are just harder to. draw‘ 2/3 says a whole pi€ has been cut into’ 3
equal piece§\:nd I have 2 of them. 5/% says a whole pie has been cut into 7 equal

pieces and I have 5 of them. These concepts are drawn.like: s .

2/3 5/7

.
* . "
-

In order to compare fractions, we again think of their meaning For example,

which is larger l/3 or 4/4% In the first fraction,’ the whole pie has been divided

So 1/12 is larger™

into 3 equal pileces and you haVe one. .In the second fraction, (1/4), the whole pie
has been divided into 4 equal‘pieces and you have one. More pieces means each ~
individual slice is smaller,’ so 1/3 represents a larger quantity than 1/4.

N ' 1/3 of 1/4 ‘ RN

. -

8 <

What " about 1/12 compared “with 1/132 Well 1/12 is a thin sliver of pie, but 1/13

is an even thinner sliver:

Lo 1/12 A YT A‘

.

. ]
-~ . . -
»

In summary, when the tops of two different fractiona are the same, the one with

the smaller bottom will ,Jbe larger. So l/26 is larger than 1/32, and 3/4 is larger
4

" than 3/8, » . - . . ..

;s -
Y.
A

L ‘ (please turn aver) <
, &
! cL E-29 111 T

- .
: o B . N
. : - -
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- In terms

referred

i/2

1/4

- - FRACTIONS/page 2

z

, .
“ - -

4

of budgeting money, thefé:ere certain fractions that are commonly,
1/2, 1/4, 1/12; 1/52. ’

- 7 . .. . 2 °

N

to:

= half a year or six months (26 weeks). o

Payments due twice a year (due biannually or semiannually) are to be

paid once every half year:

a quarter of dyear or 3 months

Payments gnezguarterlx are paid four

‘. : !

s

es per year (once every 3 months)

.

1/12= One twelfth of a year or one month

-

PEyments due moﬁthlz are paid twelve times per year (once every month).

. N
\

"1/52= One fifﬁy—second of a year or one “week .

. Payments due weekly are paid 52 times a year (once a week)

,

.
-
&

There is 'a longer period of time between pay&énts that are due every 1/2 year

“than between payments due every 1/4 year. < . -

‘my

*

<

[

1%

1
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.

- (EVPRYDAY) DECIMALS = .

L]

-

. We can think of decimals ‘as _being a code for us to break.
the code is by example'°

The best way to break

is 2/10

'z

. of the fraction.

0

The meanlﬁg‘of .2 ‘
: Qhe-meaniné of .3 is 3/10 ‘ .
The deaning of .7 is " ? L \
- Thé meaning of .01 is 1/100 ' ’ . ! /
The meaning of 07 is 7/100 ‘ ) -
”i The \meaning of .23 1g.23/100 ‘ T
The meaning of :?1 ,is 7 e a
JThe meaning of .001 is 1/1000_ _ ..
." < The meaning of .079 s 79/1000 . ° .- “
"~ The meaning of .123 . is 123/1000 . .
.The meaning of .098 is ¢ ° , . .
. .. - . - “ v
; We are now‘ready to break the code which involves turning decimals-into freetions.
¥+ Count the number of igits (including Zeros) to the right of the decimal] pojint.
ai That gives the number of zeros following a 1 in the derominator (bottom) of the
: . fraction. Por example, .079 has 3 digits after the decimal poi (to its right)
’ so the denominator is 1,000. The numbers of the ‘decimal go on the top (nume.ator)
DA J ot .

For example, ,0025 =.25/10,000 (4 digits- after the decimal point gaVe 4 zeros

after .the 1 in the denominator, The numbers 25 go on the top.) .

-

’

a
v

+
v

(please turn over)

/.
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i DECIMALS/page 2 +
o : ) : T, -
A T , . . ' = .
- So ,changing decimgls to fractions is really not too bad.’ . . S
To change fractions to decimals is fiot bad either. There is a standard procedure, -
?‘ just like long division, that does this for us. ‘ ,f- i ;. )
: . ) - L '

-

A

1/2: To change this to a decimal divide the 2 into the 1. To do this first: ' s

.

e write: 2¥ I . This can't be done but we can write I as 1.00 and ‘then do - !
‘ the division 2} 1.00 ". Line up the decimal point in the answer just

., above, the original decimal point and then do a regular division; ‘<.

. . > , .
- .50 . ’ K o
2) 1.00 . ' v
| 10 :
- Y .00 !

3 3 - r
“ - ‘
So 1/2 = ,5 or..50 * ‘ S
: ' Here's another example: Chéhge 3/8 to a decimal: “

~ X o - .375 . "
R ' &Y 3.000 : ) e

. ,24". . o . ) ) .

K e 60 : I . -
A LI . K . . . . 19
- AT 40 . . . .
el ® 40 ‘ : ' -
S —— . .
» vE . : ‘
> - v -
e . -
e . ‘.
A . PY
. BN & . . . * ‘
- .o " » .
- ) ¥ L) - .
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MONEY MANAGEMENT FOR_ WOMEN
- "There Has to be Another Way"
,“"; . .
' . MATH GAMES WE PLAY ON OURSELVES* ‘
) Ty - .,
o Everybody knows what to do, except me. i
s o I don't do math fast enough. " f
f . .
e I'msure I learned it, but I tan"st: remember what to do.
‘ o T knew I coﬁl@n't do math, L
o I don't have a math mind. -7 )
4
o- I got the right answer but I did it the wrong way.
. ~ \ d * ' - <
. o This may be a stupid question but...
e It'stoo simple.
. ‘e Math is unrelated to my. life. ._ L -
‘@ . , 5
5_? ¢
A S ° - .
,5,..;., . »
) . .
d ¢ \ > .
» hand ., LY ) .
e ®
A . " . »
. L i ,
N b . k] ) '
- - > ® Fl . IS
. v . " < » -
R ;
- ' — \),
. ) -

' o * 4 : N . ~
\‘ﬁ_.._ “

@ﬁnd Over Math by S. Kogelman and J. Warre'ﬂ., New York: McGraw-Hill

Book company,ifl973 83 95. Used with the aut:hor s permi*‘sion.
_ . ‘ . ,‘.', 2 ) - ",\
4 ‘B-33 11
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.. o * MONEY MANAGEMENT FOR WOMEN T .
* . "There Has to be Another Way" . o
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Y . ]

¢+ WHAT'S LEFT OVER

. . As we have seen, 'Sur fixed and semi-fixed expenses are those that, whether we
1ike it or not, must be paid. Althotgh we may find ways to decrease ,t;he amount of *°
money we pay out - in some of these categories (especially those we've labeled semi-
‘fixed) we can rarely get rid of them entirely. L

2 Now that ve've estimated what our income will be for 1981, and how much those

"must pay" expenses add up to, this worksheet will help us calculate the agount of

; this year's income that will be left over for our day-tg-day (Discretionary)

.expgases for items like clothing, entertainment “furtiiture@etc. e
Instructions° . AR I ' D TN )

* . e On line 1 beiow, write in your TQTAL ESTIMATED FAMILY INCOME for 1981

) cr (fina‘i total from worksheet #2.3)

. On line 2, write in the total amount of your “estimated 1981 FIXED EXPENSES
. _. ,\from worksheet# .5). .

@

° Subtract the amount on line 2 from the amo,unt on line 1 and enter the
"answer on line 3. Y

e On line 4, £ill in the total amount of your estifmated 1981 SEMI-FIXED
EXPENSES (from worksheet #3.5). ‘

/ L4
e Subtrict the amount on line 4 from the amount on lf‘ine<3 and enter the answer
on line 5. - ) *
That's it. The figure that appears on line 5 Pepresents the total amount of money

To find out what

available during 1981 for day-to-day (Discretionarv) expenses, ,
enter the answer »

this comes to each month, on the average, divide line 5 by 12 an
on line 6.4 How we use "what s left over" is up to us.

v

. . .
’ - e
. « ' v
P

L ,

1. Total Estimated INCQME.. $ 1
(from worksheet #2,3) : v (=)
2. Total Estimated FIXED EXPENSES .....eceverneeenveenseecness § . ()
.. (from worksheet #3.5) ’ '
3. " INCOME left after deducting FIXED EXPENSES .....cv0ieeeeees § (3)
. (Subtract line’ 2 from }ine 1) . =) N
“ 4, Total Estimated SEMI-FIXED EXPENSES cereseessesnsseaseaness 9 (4)
o ° (frém worksheet #3.5-) :
5. "TOTAL AMOUNT VAILABLE FOR DISCRETIONARY EXPENSES ......... § * (5)-
’ (ubtract 1ine' 4" from line 3) .. \
. 6. Average MONTHLY amount available for. Discretionary )
¥ . Expenses (divide lineSby L ) (6)
©fase/miooe, 1981 © o : -

s v . »

.
4
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. . IT'S-UP TO ME: DISCRETIONARY EXPENSES -

- . -
~

Discreﬁionary expenses are those oyer which we have the greatest amount

of direct control.

but” also how often we will buy them and how much we will pay for\them.

We ‘decide not on1y when we will buy these types of items,

Because we have such flexibility .in makihg discretionary Spending
decisions, and because these decisions are so cloSely tied to our personal )
_ needs and priorities, our purchases in these areas typically ‘do not follow a
«teéuIar schedule (as our fixed and sem1-fixed payments do)

is often a challenge to pin down exactly how much: we actua11y spend in any

Therefore, it

particulardiscretionaryexpense category over the coursé of- a year.
%, T
. However, since discretionary expenses consumersomewhere between 40 and -

50 percent of the ' average family ] annual income, ‘and a money manager needs

to understand where a11 of her money goes in order to direct her Spending“-'r—' .
?&

_to achieve her goa1s, it is important for us to have a clear pigture of our

discretionary spend;‘g patterns as well as of our fixed and semi-fixed -

way we rea11y want to--or whether we want to q?ke changes so that our N

spending habits are more in line with odr personal goals.
. v !

The chart on the following page, wiLl help us estimate our discretionary
expensges for this year and complete our overall expense picture. The chart s

format will be familiar--it's the same ,2s the ones you used to estimate your

annual family income “and your fixed and semi-fixed eXpeHSes.. if you have a N
category of discretionary éxpenses that is not listed, add it to the bottom
of ‘the chart. . 4 .
l. ,"4 ) ' "
. \\x Ll
,’ ) .‘ :\\""‘"\ v ‘ s :
/ —
117 )
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P - . " t . .
. ? é ; . ¥ - ‘
- s & . . . . ~
b .+ Disgretionary ‘Expenges/ page 2 _
. ~ “4‘ ! - » - e
- , . ” % o = . *
. ; . .. i .
‘ ; vt . ' < * — .
e . ' .
- \ . 'ESTIMATED DISCRETIQNARY EXPENSES - 1981 d |
- - . S ..' .: . . - - - -
2y - ° : : ) t . < "
‘ e 7 T L " 12-botiTh Cos )
oo DISCHETIONARY EXPENSE . ¢ | YEEKLY X 52 | MONTHLY X 12, QUARTERLY X 4 | ANNUALLY,X X| “roryy
CATEGORY L . . . s . | - .
. T . - - 0] /A T R N - o .,
s FURNITURE & MAJOR APPLIANCES 5- ) oL - .
Ad ~ B - “ e ' 3
s KOUSEHOLD ITEMS (glasses,” N U A
v © |, towels, sheets, etc.) . - g -
V“ - Z v —" L‘ 7 [
: LAUNPRY, DRY CLEANING, .- R St 0 ‘
g | SHOE REPAIR . - : .o .
* S e . < 2 ¢ 9
o ://, 7T e . T .
CLOTHES: aAdults Y R e & . . )
g N - ¢ [ -
Children -~ ‘¢ e 7l 9'* >, .. 4 .
. . ! . -] e\ - o h -
PERSONAL CARE (cosmetics - é . T,
hairdresser, etc.) . LY
b - ‘ M \\ — N o A,
- ? . . oot -
RECREATION: Magazines, books, |. vl - - . v N
newsgapers - e s Vv ole - ) A
3" r ‘ . ineg N ) * L a8t “ L2 “A v .
. Entertaining , & ¢ n |
- ~ I ?E' s ’ N l
Yy Vacatlons . “" ! i .,
- - 2 o v -". - ) - .
* CHILDREN ' S~ALLOWANCES . . . 2 - k ’
. 4 < e .
* ‘ - 2 N e ¢ ; °
BABYSITTERS (not associated . N N R P
with work/school) ¢ . T Yy s ..
A o ) N .
e - N - N o
Tscaoox. SUPPLIES ° ) i . y . ,
B o - heo =
_ GIFTS & CONTRIBUTIONS a = T CoL :
T ' . r—‘ z - . .
REPAIRS/SERVICES (home, car, AN R } ‘ Yo
appltances) . . . . L.
- : . <
) - b "t
PET CARE/SUPPLIES : . Fo R :
. . .
~ - . N [ j
CIGAHETTES/LIQUOR , . . . , co
- ! o o - | -
{ ! oy, . i .
C - ; "'V A
. t s . (} 3 ‘ : )
| i . v l. p o ! t < - ‘
T . N S ;
1981 TOTAL ESTIMATED DISCRETIONARY EXPENSES ..... _$
* o
e : T -,
7 : C . - L
"c L 4 ) . . -
. Q Ct_\SE/ IRDOE, 1981 ‘ . .

L . .
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' ¢ . \ MONEY MANAGEMENT-FOR WOMEN ) R ‘ ‘
\\\ ) \There Has to be Another Way" . N
.7 ol N - s I AR
Mo+ - Y ., _HON CAN I'CUT MY EXPENSES? ¥ -
N Y 4 .
‘ . \ . s . S . : )

-

. \ )

Now that you haveé estimated how much you expect to spend on what this year -+ your fixed, semi-
fixed, and discretionary expénsés -- it's'\time to start thinking of ways these expenses might be -
‘reduced. Where and how spending can be cut depends on three things: (1) how egplly costs ¢an be
reduced (some expenses, like loan payment$ for example, carnot be altered); (2) which expense cate-
gbrigs you don't want to cut back\ig\and which you do; and (3) theé range of possible alternatives - -
you might have. This worksheet will help you make these determinations. -

q

. [ 0

The left-hand columns of the next two pages list all of the categories we used to estimate thls
year's ‘expenses. (If you ‘added’ dther categories to your worksheets #2.4 and #4.1, add them here’ too,)
The next three columns we have used to check how possible it might be to reduce expenses in each
category. . : . Coe . - K y

' < L]

. 3 ~ d .0 . v ’ ~ -
For categories thgt have an "X" ih the MAYBE or ¥§S column, there are four general strategies
or methods you might-use to guide your thinking about actions that could be taken to’reduce costs; '

. Yog_qoula éhbstitute by buying goodé’or‘services that serve the same purpose as something
you now Buy but_zpich cost less.

r

. - -

.¢ You could cogpafison shop to spend leéss for the same type of item by buying it in a certain
place or at a_certain time of year. -

A} ' A

.+ . .
e You could cut back on -the amount, of goods and/or services you buy. .
' o You could eiiminaté purchases that.;ku can live 'without. R °

\

4

In' each case, the strategy you adopt should reflect your individual values and goals. %0U decide
~how important each of” your current expenses are to you, and which ones you would be willing to alter,
L cut ,back, or eliminate. . '

-
' P . ‘

‘The chart also includes several examples .of how spending might:be reduced by hdbpting different
‘strategies... just to start you-thinking. The point is to come up with approaches that suit yousbest,
g@y thinking of different ways you may be gble to cut back costs in each’ expénse category you will alsp
‘get a better ﬁicture of the number of options that are avatlable to you, /

1 4

5
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liow I Cut My Expenses/ fage 2
Lan This . :
N Expense be Red ? Methods for Reducing Expenses \1
N » v »
. [FIXED EXPENSES]} NO { MAYBE L YES|, . SUBSTI'I{]TB s CCMPARISON SHOP CUT BACK

. SAVINGS . . X

ve

} ELIM !N}TE [

. INSTALIMENT PLAN X ’

LOAN PAYHENT§ X

v UNION DUES b X

RENT X - .
\ » \, B .

s Barter with a friend center vs. private uge fewsr number of work at home or bring
. REGULAR' CHILD CARE X Y sitter vs, re}ative | hours’ of outside care | child to work with yoy

—
SCHOOLING X )

*| INSURANCE-PREMIUIMS | x | x )

¢ LN s \ .

. [SBMI-F1XED EXPENSES] P . ’ . :

. TELEPHONE e X call long distance buy phone instead of make fewer calls, discontinue phone’
' . e » s ) after 11 p.m. renting frqm company write more letters service

UTILITIES (gas, ' x . . :
- electricity,water)

WORK/SCHOOL COMMUTING X - N ’
CQsSTS , ) o

bt Fo - X .

~ . | REGULAR MEDICAL : - < : \
DENTAL :

.o d [S * N

v l’- . { R ¢ ’ ” -

[ P - ,
{DISCRETIONARY EXPENSES) . ) . . /

. FURNITURE & MAJOR = 2 ‘

APPLTANCES e C . . v oo 1 _ .
. . N

. Wt f 4
, | “HOUSEHOLD rTEMS x |-

*

Y * N - c .
y ISUNDRY, ETC . X ' 4

CLOTHES: Adults =~ '

>
L ]
[ Y
&S
o~
[Ty
|
T
R
T
!
|
-

M . . M 4
. . e . NP NS .
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h Aruitoxt provided by Eic:

i e ¢
e . . - How I Cut My Expenses/ page 3 LN
‘ N Can this Expense ° . ' . '
. * be Reduced? HethM:clng Expenses !
[DISCRETIONARY EXe.]  |No Ymavee | ves SUBSTITUTE clupArISON siop | , Ut BAGK FLIMINATE °
CLOTHES: Children . X .
PERSONAL CARE Jdox -
RECREATION: bobdks, ) X ‘ . - N
papers, magazines : A , Y . |
' Y . Watch TV instead of Find a discount Go to movies once f Stop going to th
Movies X going to movies * movie house instead of- tuice, a { pmgvleg *
Entertaining - X | i )
Vacations L% : . '
( 3 & . . -
CHILD ALLOWANCES -X 7 ’ ¢ . -
SITTERS (not work/ X R - ‘
school related)* .
SCHOOL SUPPLIES . x . . - . V
GIFTS & CONTRIBU- % P -
TIONS ' « -
’ - { tl
*REPAIRS/SERVICES X ' ) '
PET CARE/SUPPLIES - X
CIGARETTES/LIQUOR . X - ) . .
. "
PR N .
. ¥
hY . 1
i N
. .
¢ ’ . ~ .
f N . . -~ -
’ - Ll
v ‘ﬁ * v N l\
) o “ - .
- . ] -
©CASB/IRDOF., 1981 . M
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. - & . y




- \,

If you circled "Yes" 6 - 8 times - buy the producb
JIf you ~circled "Yes" 4,- 5 times -- think again’

N

" Circle

Ea

answer
No
No
Ne

-le

) No

No
No
No

No

1

No

- R )
- ' /_ ‘
: MONEY MANAGEMENT FOR WOMEN
"There Has to be Another WE"
MY
/ ‘;,
. ‘ BEFORE YOU BUY....
ASK_YOURSELF THE FOLLOWING QUESTIONS:
w';— . . Ead . . 4
"-1. Do I need this item? % . Yes
2.’ Have T checked or regzérchéd this prodnct? ". Yes
3. Is the price reasonable? " Yes
4. 1Is this the best time to buy this item? " Yes
5.. Is there some other item that ‘I.could substitute
for.this one that would work as well? . Yes
6. If it's on sale,-is the price a true.sale price? Yes
7. Do I knqw the reputation of the getailer? . Yes
8. If the item is excessively priced, will it at )
least satisfy an important inner need? Yes
9. If this is a bargqin, s the item a-éurrent model? Yes
10. Are there disédvantages to this product? ~." Yes
. - '
Then score your ﬁnyinggprogpects' -

If you circled YYes" fewer- than 4 times - don' t\buy the product

IS

‘ v . ’ .
.

oo s

Adapted from Financial Planning for Adults, Lawrence W. Erickson
(Washingtos, DC: American Council of Life Insurance), 1978.

v E-40 .

No’

%
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MONEY MANAGEMENT FOR WOMEN
"There Has to’be Another Way"

+ . 4

"BEST BUYS" CALENDAFS FOR FRESH FRULTS. AND FRESH VEGETABLES
T R ’ v -
Among the many ;ays of saving dellars‘at the food market is to buy
fresh fruits'and fresh vegetablés in season, when their quality is good

- ]

“and their prices at their lowest. . R

-

Attached are two calendars that indicate the months of the year in’
which the products listed are of good or excellent quality and available
at their lowest prices. These calendars reflect actual market conditions

A /

e iﬁpNew York City during the past year.

Keep in mind, however, that -even during the months.that a fruit or
“vegetable is considered a "hest buy"; there will still be signifinant
. price differences depending on where it is sold. 1In January, for example,
when:-a local supermarket is selling 10-navel oranges for $ . 89 another stoéé’
. in the same neighborhood may, price them at 5 for $1.00. Your calendars will
let you know the months in which you can-be most sure of finding "best buys,

but you will “have tg look for the markets that offer them.
o a 7 ’
Another hint: Don't buy the first of a crop -—_prices will tend to
go down as the supply increases. For example, postpone buying .fresh straw-
berries until May when prices drop shar from their peak at the'beginning
of strawberry season in early April -- you'pay save as much as 50 percent on
a pint c%tainer, : , o ' § .

O
kN

AFullToxt Provided by ERI
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MONEY MANAGEMENT FOR WOMEN )
"There Has to be Another Way" .
: WBEST BUY" MONTHS FOR FRESHE FRULTS L ,
BOIIs - l m, FEB | MAR - o wr JuNE- | ULy | avG | seer | oct | wov | DEC '
APPLES: - i’)clicious, goidcn\/ ) . X X B X . “7
Delicious, red X X . X X ’ - X X X
MeIntosh °, ' AERERERN Tx | x | x .
" Rome ] x]x [ x |~ . . X )
T BANANAS x | X |x | x| x X
GRAPEFRUIT (bags) X X | x Xt X ) X X .ot
' 5 GRAPES: | Black Ribier ' X X )
8 Red Emperor X X X .
Seedless X X F X X X ’ :
57 LEMONS : Ixxx [x}x]| ¢ . _ X | x -
LIMES X . v X X " X
: MANGOS W X .| X X ‘
" ¥ELoNs: Cantaloupe ; B X x | x| x . . j
Cranshaw . X | ;
Honeydew, o * = X X - '
SECTARINES T ' 1 7] x | % X L
ORANGES: small juice X . X X | X | X
R small navel X | X X X | X ) ] X
‘ PEACHES e ‘ x,a X - X P )
vy s amles o ST x ! x Ix ‘
% - Bar.::le:: : . X ¢ : ) :
*Basc X X X :X .
2UMS ) X X | X | o
STRAWBERRIES o : ! X | X X ,
TANGELOS i X | X ; ‘ 'l X | .
| TANGERINES ° X | X | S s ¢ .
WATERMELON ' . | | X | X X , i )
A . E-42 :
g y § ; Lo - ‘ . . 3y
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: o E | " ~ .
L : "BEST BUY" MONTHS POR PRESH VEGETABLES "
. VEGETMLE . - " JA |"FEB | MAR | APR | MAY | JUNE | JULY | AUG | SEPT | ocT | Nov | DEC .
ARTICHOKES ' ' X | X ¥
ASPARAGU‘S ¢ ' , X X ] s . . .
AVO‘CADGA X X . X
.| sEaN gerouTs e o X X
" sRoccoLt X | x 7 X X| x | X }
BRUSSELS smo‘trrsk x| |- . | L X| X | x [ <~
caBBAGE x| x| x _~1x | Ix|xy]x[zx [x
CARROTS - x |'x | x | x/7x : x| x | x )
CAULIFLOWER X ' x | x -0
CELERY X | X |'x X .
v| COLLARD GREENS X ¢ \ 1 x° X N >
CUCIMBERS X I X \x\ X X X ‘1 x . ) a
ECGPLANT ’ , | X\ . x| x | x .}
| GBEEN BELL PEPPERS . x| X. X, X X| X : .
| wusaroous’ ‘x| x ° \ ) X X -, .
ONIONS, YELLOW ' ] \ T x 1 x x '
POTATOES: ALl purpose X i NN | x x| x| x L
"L .Baking ""3' X X . . X X
£
SALAD GREENS: ., . P }
. Boston Lettuce . = X X X R .
Chicory, | x|x | x x o
‘ " Escirole b X X }'{s X 4 X X :
\ . :1 : 9:{ Lettuce d—l X X X X . " - &
) ﬁ‘ Ronaine Lettuce | X }V t X X X & - ) > Wt
SCALLIONS B X' X |.X . X .
SPINACH i x | x | . K
“sweET coRs ' ~ L B . X' | X X | X ' 2
. TOMATOES s X X X ’ T
[ YAMS I & . 4 X {. X ) , p
YELLOW SQUASH . 1x | x 1 X X X o, . ) .
2UCCHINT . = o X L X T X X X{x | S
. ~ 5 :
’ -’) ' .‘ ’ oty - . ) . . . "f e ’ . . :,g .2
oL R . 5 <
| Bstrmiogt, 1501 R 1os ST




MONEY MANAGEMENT FOR WOMEN
"There Has to be Another Way"

>

HOW DO WE MAKE FINANCIAL TRANSACTIONS?

(

.

;' PLEASE ANSWER THE FOLLOWING QUESTIONS AND BRING THIS WORKSHEET WITH YOU TO SESSION #5.

4 (1) Below is a list.of financial transactions that people commonly make. For each
> transaction, check tgh"\gol that best describes how you usually complete it.
: . 'Then, in the last (far ight-hand) column, write in ‘how much, -if anything, it

,. costs you to make the transaction. If you pay by personal check for’ example,

‘; there may be a bank charge for each check you write; a money order also costs )

‘ something to purchase. E ’ :

tl > C
o *
O -

! ! Metnod Used COST OF

% CASHIERS TRANS-~

TRANSACTION CASH | 'ONEY | oR BaNk | PERSONAL o pce | acTION

: ORDER CHECK .

: . CHECK j .
; . o 7
o Pay rent "‘2:3
- Pay medical bills : )
Make loan payments = :
Buy groceries ( . e ; .
Buy clothing > .

Pay utility bills .

& Buy through mail-, i ) .

y order catalogs \ .

Wi _ Send fnon%.out— , ! .

- of-town friends . _

3 or relatives . .-

: € * . . - 7

2 '(2) How do you usually .cash your paycheck? \' i

J‘_“— / v » .
4
© case/1Roor, 1281 . C
"E-M / .

°F




MAKING PAYMENTS/page 2

~

v

But wait, we may incur still other costs depending on when we pay our bills.’
‘What if we don't’pay our doctor's bill immediately? Sending our'payment later
through the mail will add another $.20 (for a stamp) to the cost of our transaction;
if we make a speoial bill-paying trip to the doctor's office we add the cost of

our transportation to‘and from.

. , . L
CONVENIENCE, Another factor to consider in choosing adgethod of payment is

convenience. Having a' ready supply of.personal checks may be more convenient .
than ruming out to the bank or post office to buy a money order every time you
have a payment to make. But since you have to keep enough money in your checking
:ecco?nt:to cover the checKs you write you will probably want yotr acceunt'at a
bank that is convenient to get andxoﬁen at times it's possible for you'to make

deposits,

*+ Let's go back to the $25 doctor's bill again, and see how convenient each
method of payment might be,
‘e If you pay in cash, where will you obtain it?
¥

If you pay by money order, where and when will.you buy it?
(consider the location and hours of the bank, post office, etc.) ~

If you pay by cashier's check, where and when will you buy it?
(Bonsider the location and hours of'the bank)

If you pay by personal check, how convenient is it to
deposit money into your account to cover the(§;5 check?

~-How close is the nearest branch to your home " or work?

-What are your bank's hours? ~

-Can you«bank by mail?

-Does your bank have automatic tellers?

-About how long do you usually wait in line to make a deposit?

. ~
. Comparing the four methods, which appears to be the more convenient way for you

to make,most payments? **

’

SAFEIX. Still another factor to consider in how you conduct your financial
”transactions is safety. When you pay someone in cash, or your cash is lost or
stolen. 1t 5 gone period However, if you pay by cashier's check, money order,
+ or persomal check and then change your mind, you can stop payment if you act
;-quicklyh-before the checRN\r money order is cashed--by calling the bank, as you

. can also do . a money order \cashier’s check, or personal check is lost or stolen:'




i

“ MAKING PAYMENTS/page 3

RECORDKEEPING, Finally, as a money manager yoquill want to cqnsider the ease

with which different methods of payment will allow you to keep track of how much
‘you pay out where. Cash payments are the hardest to kegpétrack of, we.-have no
record of how much was spent wherg (unless, of course, we keep a personal expense
diary), and unless we are careful to ask for and keep our receipts we have no proof
of payment. Cashier's checks and money orders, on the other hand, have receipts
attached to them that we can keep as proof of payment. Personal checks give an
opportunity for three types .of recordkeeping: the éh;ck stub in our checkbook,

the monthly bank sthtement,, and our cancelled checks which provide tangible proof

of payment. - ¢

Y

‘Although their relative importance will vary according to our personal values

and circumstances,“keébing in mind the\factors of COST, CONVENIENCE, SAFETY, and

‘

- ¢

- asE/TRDOE. _o%1
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. . .. A
. CONVERTING A CHECK,INTO CASH: :The Do's and Don'ts
" of. Cashing, Endorsding, and Depositing Checks
» ’ .y N f “
% . . - . . i N *,

v

‘ i)check is a piece of paper that represents money ether it is a personal °*
"check{from a friend or family member, a paycheck from an employer, a tax refund, ‘or
benefit payment from the governmentd-if the' check is made out to you, it can be
exchanged for cash deposited into your bank account, or signed over to someone
else.' There are a few simple trules to follow to complete these types of transactions.
Because there are gpecific procedures'for cashing, endorsing, and depositing checks,

you can avoid poteﬁhially costly errors by following the steps outlined below.

Where and How to Cash a Check

‘. . . -
You can cash your own check or those given you by other people without paying
a fee at a variety of $laces:,

. The bank with which you have an account will, cash your checks for you. If
your bank has several branches, ask for a card that will let you cagh checks in any.

of them. If your bank doesn t issue cards, get your signature on fille in all the

branch offices you may use. §Signature cards save time; without one/on file you

deposit or cash a check. > '
e Checks can also be cashed at grocery stores and drug’ stores .that have -

check—cashing.policies. You must ask for-and £ill out an application for a check-

’ cashiqg card that then entitles-you to write checks either for the amount of your

purchase or for larger amounts, depending on the store.

e Your company may have a policy ‘of cashing checks for their employees, or,
if you are a student, your school might have this service. ¢

Finally, there are establishments in the business of cashing checks. Avoid

'-them.if you can’ for they charge a fee for each check they cash. ‘

-
»

must “have your checks initialed by a bank officer each time you wish to make a -

ot
s

) ‘Endorsigg>a Check

’

3

RiZ

.

.

-

qu, let's ook at how to ‘endorse a check cortecﬁly. To cash or deposit a
'; check, you must write your signat re on the back*(that s what an endorsement 1is).




o ety |

. . S CONVEKTING CHECKS/page 2
’LO

The four illustrations are examples of how this is done for different types of -

tranéactions. Remember, endorse a dheck only on the 1eft hand side of the back of

Ld

the check, exactly as your name appears on the front If this is not your usual

signature, sign’'the check on the back asfit appears on the front and then add your

“

correct signature directly below that. L.

L

< A Blank Endorsement A Restrictive Endorsement (D

————— . e

;%;alﬂk 0517~
G i

< -

» * ~
' A Restrictive Endorsement (II) A’ Special Endorsement ‘ !

. Crdrewe
L''L/»-/\-—"\_/-\—/'\_/N/\/,b

‘Now let's look at wﬁy these different types of endorsements are used.

.® A blank endorsement includes only your signature. It is used when you

. wish to transfer owmership of check made out to cash or to you to another

pérson so they may éash it. Becauselanyone can cash a check that is .o
\ endorsed this way, be sure not to add this endorsement until you are
ready to give iti to the person you want to have the money, or to the

bank teller when you want to withdraw cash from your account.

. . N\,
e A restrictive endorsement'includes the words "For deposit only" and then

' your signature. It is used when you wish to deposit a check into your
bank .account. It is a good idea-to write your account number bélow your

name to doubly insure that the check is deposited into the right account.

e

e A special endorsement or endorsement in fu11 is used when you wish to .

sign the check over to someone else. On .the back-of the check you write
2"Pay! to the order of" and add the name of the person or organization you '

want the money paid to. Then sign your own name below. With this type of
endorsement, only the person or organization whose name you have written on the
CHEek-oan cash it. -, .

.

. .

A

Depositing a Check . A

described aBove. A deposit slip must accompany any check that you deposit. A

-

To. deposit check intd”?ﬁzr bank account, use the appropriate endgrsement

E-49 | (‘
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R - ?
typical deposit slip provides a place to write én ‘the amount of -money you are
depositing in'the form of checks, and a pIace to write in the amount of any cash

“you may akso be depositing. Some banks supply you with personal depodit sl:Eps

when you open an account. If you don't have these, you ‘can obtain a blank b

deposit slip from the bank and write in your name, address, and account number

At most b,anks, you have a choice of mailihg ch’ecks and deposit slips to
the bank (tHe bank will supply the envelopes and pay the ppstage), taking’ th'em
- to the bank, personally and giving them to the teller, or depositing them through
an automatic teller machine. (Remember: when you deposit’ by mail-—-don t send
cash!fi\; If you deposit ‘the check with the bank teller, or a°utomatic teller machine,
you will get a .deposit receipt immediately. Be®sure to keep this until _yqu receive

your next bank statement-:to make sure the deposit is shown on the statement.

S —_
-
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Writing Checks and Recording Trarsactions'

.o Checking accounts can offer’ significant advantages in terms of convenience,
safety 3@1 ease of k@ping track of your finahéial transactions. "But, to -get the
-most benefit, from a checking account, it is' important that you fi11 out your checks
correctly and keep careful records of all checks you write. When you usk checks
the amount you pay to whom and when is commun.‘lcated completely by what Z__. write on
t:he"'theck and in(gour checkbook. If you do not £111 out t:he check correctly or
accurately, the whdle transaction is thrown off if you don t enter the infor-
matfon in your checkbook, your record of how much is in your account is thrown off
The best way to guard against mistakes--either yours or ‘the bank's--is to keep care-
" ful records of your checking activities. This factsheet provides you with the basic—- .
‘but indispensihle—— information yoy need to know about writing and recording your

. .
1

checks. Please read it carefully.

Rules for Writ,ing Checks‘ »

-
B

(1) Make sure that every check wou write is numbered--the space for this is in
the fr right-hand corner. Bdhks .often provide numbered checks; if-yours
doe

write. -

t, write in your, own numbers so ygu can keep track of every check you '

- R . .

. -

N ~ -
Date ehch cheek Properly. A bank may r(,fuse to accept a check that is dated

head, or to hold it until the date is

—-—— -+

rite the name of .the person or organization to whom you are writing the

eached . N : v

-

check (the "payge'l) after the printed words "Pay to the ‘order of." It is-
usua]:ly better to name a specific person or organizatibn as payee than to
write "Bearer" or "Cagh". Why make it easy for the wrqgng person to MWeh
the check if it's lost.. If you' want to withdraw money for yourself, make

the check out to yourself as payee. ' . “ ) v -

When you write in the dollar amount on the right-hand side of the,check,
never leave a gpace between that figure and the dollar sign printed cn the

- LY

check ‘ ) L ) W SR

hall 4

132
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¢3)  0n the middle line,
far to the left as po one can insert a word before it and change
~ AY
the af®

unt of the check in words. Start as

unt, If there is a space between the last word and the word "Dollaxs”
on the check, draw a wavy line in the space. When the amount.includes cents
ag well as dollars, for example, $15.35, write out the word “Fifteen" and
then write “and '35/100". When the amount is legs than .dollar, for instance,

~89¢, it can.be written out as "None and 89/100" or "Eighty-nine cents only."

(6) ~After you have filled out the check, sign it on the last iine on the right.
Always sign your name exactly the way you signed the signature card when you
opened the.agcount.

¢7) Never sign a blank check. Write your signature only after all other blanks

have been filled in--otherwise someone else can fill in the check for any’
amount they want to. b ’ )

. ' 1

(8) Write all checks in ink. While it is legal to .use pencil, you run the risk

of having someone erase¢ the amourt ‘and write in a larger one.
» ) . M o
(9)- Once the check is written, don't cross .out, erase, or change any part of it.

' If you do, the bank will probably not accept it. Just tear up the check if
you made a mistake-—and remember . to mark the check stub "void" so that you

won't get mixed up with your check numbers. |
. .

(10) _ The final rule is: DON'T WRITE A CHECK AT ALL IF YOU'RE NOT‘SURE YOU HAVE"
ENOUGH MONEY IN YOUR ACCOWIT TO CQVER’IT; If you have $20 in your account and
you write a check for $35, for instance, the check will "bounce". This means )

. that the payee will not be able to cash the check, the bank will return the

e check to you marked "insufficient funds", and charge your account (approximately -

[}

$5) for the.trouble.
. ) &

Od' 3

Rules for Recording Checks and Deposifs’

Every tinie you write a' check or make a depoe}t, record it in the stub record -

.

'that is provided in every checkbook..°This is the 'way to keep an accurate record of

your bank account, and- of checking your figures against the bank statement you receive

°© - .

v . . °

.

*




‘every month.,

jus’t to make

the number of the chock
the date
the amount of “the check

- .
the name of the person or company to whose order the check is to be paid
a note explaining What the payment is for (optional but very telpful)

-

”

., .

The above ipformation™ will give gou an up-to- date record of the flow of money

<
5

in and out of your chéecking account and of exact:Iy how-much-yoi-~paid-to-whom-when.

N -

S'B/ IRDOE, 1981
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HOW T BALANCE YOUR CHECKBOOK
*

»

- I1fwyou have a cheching account, jour bank sends you each month an envelope
containing your cancelled checks (checks you have written ihat your bank has paid)
and a statement that lists all of your (1) checks that have cleared the bank that
. month (2) cash withdrawals, (3) deposits, (4) any service charges or interest you
may have accrued, and (5) the totdl left in your account (the "final balance") as
of the date of the statement. To "balance your checkbook”, all you have to do. is
to compare this statement with the record ofrbank ‘transactions you have been keeping

in your checkbook to make sure the bank's record matches your owms

If your record doesn t agree with the bank's, it may be that you calculated
incorrectly, omitted or inaccurately recorded a bank transaction, or that your bank
made a mistake. If your statement doesn't’ "balance", the first thing to do is to
double check to make sure your records are accurate. "If you think your bank has
made a mistake, contact a bank officer to make sure the error is corrected Sincé
errors can cost you money (particularly if you assume incorrectly that you have
more money in your account than you acgpally do), it is’important to balance your

* checkbook as soon as possible after you receive;your monthly statement. . N {-

.

Sometimes people throw up their hand when it ‘comes to balancing their check-
book, often because there appear to be 80 many items--the cancelled checks, the //d
statement, and their own transaction record--to contend with. However, 1f you
follow a,few specific steps, it is really quite simple and the result is rewarding.
It's a good feeling to know that your account is 4n order and that you know exactly
how much money you have available, how much remaing to be withdrawn({i. e., outstanding
checks), and how much more is in your account than appears on the statement (i.e.
_deposits that haven\; yet cleared). Balancing your chegkbook is another way of

staying 1n control of your financial situation.

e .
Five Easx_Stegs to Balancing Your Checkbook

Wben you teceive your bank statement, you will notice that-your checks depos{ts,_

kl":etc. are listed on tbe front, and that® the back pnpvides a worksheet to help, you do

" your, calculations. Many people use this worksheet, others use a separate piece of
paper, or make their calculations right in their checkhook. Do whatever is easier

‘.

for you. " To see if "the bank's figures match your own, here's what to do: '




Chieckbook  © -’ 2.

= ' PN

&f2' ' 1. fake all the cancelled. checks your bank has returned amd put thenm in
e ordeft by number--so you can.see which ones are missing When you havg.é ie ' or ®
- Lhis; check the dollar amount wiitten on each check against the ‘amount Thit

A .-‘ d;appearsgfdr it on your statementd~to ‘make sure you and the bank have T otded

o the same amount for each cancelled check. ES > D v

B - 2 N v [

. 2. Look throtugh your checkbook record to find the: number and'the aount

s " 6f each ¢Heck that was uot returned to you. Theése are your outstanding .

' - checks"=<checks you have written that hive not been cagshed yet, or cashed after
the closing date on :§uf'statement. Write down the amount of each outgtanding

check (plus any cash withdrawals you may have made after the closfng date)
and add them up. . .

I .w . AN
. ! ) It %
3. Take the sum (of the outstanding checks) .that you calculated in

Step 2, and subtract it from the "£inal balance" amount that apoears on the' .
front of your statement. N AR o : . -

",
- P

' . .
. -

& g . 5 . Lo
"4,  Theén turn to the front of your statement and check all of the deposits -

listed against your checkbook record--tc see if all-the deposits you made & v
5 are listed. - Those you made after the closing ddte on the statement will }n
& not be included on this month's statement. Add ‘up:the total amount\of all- x

deposits not listed and add them to the amount you calculated in Step 3.

. ~
-

5. -The amount you now have (the sum of your dutstanhing checksusubtracted
from the bank's "final balance", plus any ottstanding deposits) is your

final balance--the amount of money" in your checking account as of the closing

date of your statement. It ‘should be-the same as the latest balance that <

appears in your checkbookorecords If it 18 not... A ) ‘ ah

Don't panic! It is very easys -6 make smali nistakes somewhere along the line--
..in recording a check ‘or deposit, in adding or subtrgcting figures in your checkbook

‘record -andfor in doing yolr balancing calculations. Go back and recheck all yourc
figures--in today's’ calculations first, " then in your checkbook record' make sure

i ]

each cancelled check.tHat came with your statement 15 included? in your checkbook

3
o

féiih " record, that all cash withdrawals weré recofded Take your tide. When you have

-

e emnny
done a11 this and the aceounts still don' t agrée, éontact your bank

.

B85 138\ .
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4 ¢ THE IMPORTANCE OF INTEREST RATES .
(auummg a deposat of $50 a month, compounded dmly)
. . T
“interest  After After. After A}ter After
e ‘rate 1 year 3yedrs - 5 y;ars 10 y8ars 20 years : ,
4% % $635.13 $1,93288 $3.376.53 $7.618.34"$19.641.67 .
.5 616.84 194841 342206 7.831.35 20,832 93.
= 5% 617.70 1.956.26 3,445.16 7,940.88 21.463.05
5% 81856 196411 346842 805213 2211527 _
6 620.28 ° 1,979.99 361563 -8,281.10 23.496.83
< 6% 622.01  1.996.02 3.563.61 8518.04 24.982.45
7. 62374 "201222 361246 876373 26.583.82
74 62648 202860 3.662.20 9.018.48 2831047 .
S SR : 627.23 N2.045.16 3.712.83 9.282.67 30.173.06
WHAT COMPOUND INTEREST ADDS
(savmg $50 a month at 6% percent interest, compounded daily) .
vear ! Your total deposits Amount of interest paid Total savings S0 .
1 4.- 8 600 $ 1770 $ 617.70 .
-3 1,800 156.25 . 1,958.25
5: , 30000 ¢ 44516 3.445.16 - -
, ”‘“*10% " 6.000 . 1.940.88 . 1.940.88 s e
20 "Taw,  12.00Q 9.463.06 .. 21,463,06 -
: A PLAN FOR SAVINGS ,
- (at 8% percent i interest, compounded daily
Save This Amount Monthly
i you went-  For 3 For6  For 10 For-16 Fol 20 For 25
this smount years years years years yes years . )
$1.000 .$ 2666 $.1451 $ 6.30 -$ 1.59 ‘ )
2,000 5112 -2903. 1259 3.18 Yo
© 3000 7668 4354 1889 ‘477 .~ . ‘
. 4.000. 102.24.% 6805 265.19 6:36 > o
5,000 12780 . 2257 3148 7.96 - p < g
6.000 . 16335 _ 8708 37.78° 2173 1398 . 954 \ ;
7.000 17891 ~ 10159 44.08 2535 16.31 .11.13.
8.000 -.204.47° 11610 50.37 2897 1864 _ 12.72
", 8000 23003 13062 5687 3259 2097 \ 1431 ’ -
*10,000 285. 59 145 13 ‘62.3?} >‘56.21 23.30 1590 ! .

\ .t

N uow FAST SAVING
S (at S'Apotéumi orest, compounded dmly)

Wnklr‘ ,After . . After A,fter o @'?r After :
domz “1 yoar 3 yoark, 6 years ‘10'yéars .20 yedrs

053432 ° - 1.691.8
=°18  ,801.48 * 2,537.

297908 688337 1853135
>0=4.468.62* " 10,205.08° '27.79702 *
- 20 1.068.63, 3,383, x‘ssssn 4 13,728.74, #37,062.70
-28 1,335.79° 4,220.7d .- 7.447'71 - 17.168.43 , 46:328.37
0 *were pfofndod w tMowory Savmg: Baﬂk Now Yoi &Y
[ ¥ E‘SG

L3855 267.16 38459\\8148954‘\3 3431.69 $ 926567 « -

e

<
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Borrowing' and Buying on Credit: Yes or N®?

" What can you do if you want to buylsomething gg; lack the cash? You have a
‘choice: you can forget it, postpone the purchase unt1l you have the cash available,

Or you can buy it now on credit. 3

Before discussing some wise and not~so-wise reasons for using credit let's get
one thingystraighéz using credit is likely éo add to the price of yohr purchase.,
" The only'way to ensure that you will not pay more than the price of the item is to .
use cash or depending on the type of credit you are using, to pay back the entire :

, amount when you get your first bill. Unfortunately, the cheapest optdon is not
' alwaés he most feasible. 7 . ) ) . -
. ;  Provided you can afford the additional cost, there is certainly nothing wrong

O with ysing credit. But remémber that when you decide-to buy something on credit
= you gre often also choosing to pay for the privilege of using someone elsds money

(th¢ bank's, the company’s) to do so. '

In certain situations, the decision to use credit can be a sound one; under

ther conditions, however, it might not be such a goo& idea. Let's look at some

of the right reasons first. . ’
;T MAY BE THE RIGHT TIME TO BORROW OR BUY ON CREDIT WHEN , -
‘ ® ...you are .starting out--either'establighing a household, beginning a N
S family, or opening a business. These .types of major 1ife events will take
oy a 1ot of money and can teach you how to use credit wisely and to your best ;
oo advantage. .
. 4.7
- é é;;ygp must make some §ajor purchases, Big-Jicket items are traditionally
.. —bought witth credit, F eople can buy a car out of cash on hand and many R
o cannot buy furniture 6r- appliances that say either. As for a house, credit ’
is virtually a necessity for those who make that type of purchase. %,

o ® ...you are faced with an emergency. For those who have not yet accumulated

., @a sufficient emergency cash fund, borrowing to meet emergencies is as valid

a reason as. there can be. - \ -
. . t v
® ....there are attractive seasonal sales or specials on which you can save
money. If the items on sale are ones that you really want or need, it
_.may be worthwhile to use a charge account oY time-payment plan or get a

,  low-cost loan, from a financial institution to buy these items now while
they are on sale, ¢ ’
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e  ...you neegd mo college or other educational expenses. Here you
are making an iny€stment in your (or your children's) future. In fact,
with the rising”costs of highar education, boxrowing for college.is
becomifig the morm. .- \ N,

e ...the price of an item is heading sharply higher. If this is an item
you will need in the future, it is wise to try to beat the price rise

. by ‘using credit to buy it now, and rapaying with cheaper dollars. N

b4 . LY

.
Hower, there are other times when the consequences of using credit outweigh

the benefits. Here are some situations to watch out for. °

s

Py -

| 9%

IT MAY BE THE HRONG TIME TO BORROW WHEN , -

e ...you haven't a reasonable prospect of repaying. It is tempting to go
ahead and borrow because you need money or want to buy something now,
but you will pay dearly in the lon run/;f y%p can't keep up the payments.

®. ...you are borrowing to the very-hilt ofyour capacity to repay.’ This is
. dangerous because any minor miscalculation on yout\part could force you -
° to default.

e ...you are buying something on impulse--the item .is attractive, the payment
terms appear easy, and you are offered "a long time to pay up.

il ® ...you are charging purchases solely to boost your morale. Some people g-.
try to beat boredom or the blues with an expravagant shopping spree.
Doing this on credit can really bring on a depression whén the bills--
with interest--finally come due.

® ...you are using.credit to increase your status. Credit alone cannot raise
your standard of living and, in the long runm, will diminish it because of
all the money you will°spend on interest payments.

® ...you tend to overuse credit and fail to maintain an ‘adequate cash réserve.
People who do this tend to live in a constant state of uncertainty--they
., build up little or no savings to use during medical or other emergencies
and are hard*hit by any unexpected financial reversal.
® ...you are using credit to buy what you'want now because you expect a ¢
salary increase or windfall cash in the future. .What if.your expectations '
., don't come true--then you're really stuck. ‘

e ...you are borrowing. to'gamble on some exceedingly risky venture. The
fact’ that you have to-borrow means that this is not extra money you can
afford to lose. While it may be wise to invegt in something that you -
have thoroughly investigated and feel confident about, borrowing to gamble

.. 1is begging for trouble.

¢ .
N

. "o .+.you are living so far beyond your income that youy ‘have to borrow o meet
' your current bills. You are headed for trouble if you must pile up debts e
Just to manage your day-to-day living. ’ . .

’
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" Your I;ersonal financial decisions are yours and yours alone. No one else
. is in exactly your situation. Therefore, a right time for you to use credit -
may be the wrong time for someone else, and vice versa, The above are not hard
‘ and fast rules, but guidelines to keep in mind when you make your ,‘credi't: decisions.
- >
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" MONEY MANAGEMENT FOR WOMEN'
. v "There Has to be Another Way"

.

) , - WHEN YOO USE OPEN-END CREDIT, YOU SHOULD KNOW THAT -..

CREDITORS MUST TELL YOU THE METHOD THEY USE TO CALCULATE YOUR o
FINANCE CHARGE. _ s : i : ,

Creditors use a number of different systems to calculate the

PR

baladce on which they assess Finatiice Charges. ) .
Some add Finance Changes after subtracting payments made during I
the billing period. Thie—is called the adjusted balance method,
< *  oOther creditors give us no credit for payments made duri:ng the
billing period. Thig is called the previous balance method.
Under a third method -~ the average daily balance method --
creditors add yc‘;gr balances for each day in the bill‘ing. period and

then divide by the number of days in the billing period. - \
. - ) . . )

‘.
‘ot

ﬁere'l a sample of three billing systems:

© R ‘ o

m' " 'Previous "' Average Daily
Balance - Balance .

. Monthly Interest Rate . 112% 1v2% ' 1¥2% -

" Previous Balance $400 $400 ) $400 ) >
Payments " $300 $300 $300 (paymenton |
. ' . 15th day) o

. * Interest Charge $1.50 $6.00 $3.75 Cr o an

($100x 1.5%) ($400x 1.5%) (average balance of . <

$250 x 1.5%)
oo R

- 0y -

As the uample nhow- , the Fi.nlncc Charge variea conaiderably .
for the same pattern ‘of purchases and payments. ., _/ : 'c

g

N > . bl

. - NN . . \ X L.

e : . i . T
“ -

- Sonrce- Board of Governora of the Pcdeut 'Reserve Syltem (thington,
. DC), COnamur Handbook to Credit Protection Laws, 1980 -




A COMPARISON

. ' . b ¥

o Even when we understand the terms a creditor is offering,
. . -

. it:‘af easy to underestimate the difference in dollars that '

different terms can make.

-

>

Suépose you'fe buying a $5,000 car. You put $1,000
“down, and need to borrow $4,000. Compare these three

*

SR o coL v
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Consumer Han

Governors of the Fe eral.

dbook to ‘Credit Protection Laws, Board of .-
ashington, DC,  1980.

s

/\

How do these choices stack '_t.np?

’

»

-

sexve Jystem,

]

v

o

credit arrangements: ’ -
. - -,/
] ) Lengih’ Monthly ' Total Finance . Total
. . APR of Loan . | Payment Charge'. Cost
Creditor A 11% '3 years $131 $ 716 $4,716
CreditorB . 11% 4 years $103.50 $ 968 $4,968
Creditor C ) 12% 4 years $105.50 . $1,064 $5,

.




. The answer depends partly on what you need.

.t N .

’

 ts available from Creditor A.

ing for lower nont:hiz payments, you

‘e
¥

coqld{ get them by \paying the loan off over a longer périod
of tise, However, you would have to pay more in total
costs. A loan from Creditor B -~ also at an 11 percent
APR, but for four years -- will add over $25Q to your
§Mance charge., . '

If that four-ye‘ar’lzﬁeéum avatlable only from Creditor C, ,, °
the APR of 12 percent Would add another $96 to your finance
charges as .co;pared with Credu:ot:B. N !

Y

Other terma -- such as the size of the down paymeny --
will .also make a difference. Be sure to look at all the
terms before yoy make your choice. .

»
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SHOPPING ¥OR A ‘I.om

Here's another example of loan costs and why compatison shopping is
:lmpottant. .

°

You re buying a new car, and aftet making your down payment you geed
" to borrow. $3 000. You want to pay back the loan in three \yeats and are
now seeking someone to finance your loan,

The salesman who sells you the car gays he can finance the loan at
13 1ntetest which means a monthly payment of $102, Over the»next three
years you will,pay $3,665 for the car ($665 in interest payments) “Some
people might grab that offer, but you decide to g0 to your bank next.

The bank manager agrees to give you a car loan at just 11% interest,
which means monthly payments of $98 and a-total cost of $3,536 -- or $129

less than the previous loan offer. You grab it, )

But perhaps you should have kept shopping, especially if yoy belong
to a credit union, have a time-deposit gccount with a bank, or have a
whole-life insurance policy-against which you can borrow. The folfowing
chart illusttates how comparison shopping fot a loan can pay -off.,
‘It ‘could mean a difference of $286 to 81, 018 in finance charges over thtee

-

Source: Federal Trade Commission.

.

dual Pereentage Rates (APRs) shown are estimates of 1978°
natignal averages. They are Jintended only to hélp you compare
tats charged by different types of creditors. .The actual” maximum
P :_usually-determined by state law, but some creditors charge
less t'hn the maximum, That s why it paya to shop' for credit, :

/\«

.Jyears. 3
- . , ~_Cost'ofaMAmoLoanovofThmYun .
. - RANGEOF . - AVERAGE o '
. " - ANNUAL = ANNUAL :
~ ¢+ TYPEOR» - PERCENTAGE PERCENTAGE TOTAL FINANCE
. . CREDIT RATES RATE CHARGE
! Borrowing against _ - - :
. aWhole-Life - ~ ' "
,‘.' &  Insurance Policy 4%108% 6% - . $286
; . Passbook Loan 7% t0 12% Co8n%% $410
* . . Credit Union 9%1012%  9%2% $460
Bank 10% to 15% 1% - $536
"« CarDealer | T 1%%1016% 13%% © $665
Finance Company . 18% t0-23% 20% $1,018
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'lfhe‘ following tips. will help you compare the cost of loang and:
get the best deal you can on credit. ‘ ’

-

¢. All lending inatitutions are réquired-to quote interest-rates N

7
i

according to the ANNUAL PERCENTAGE RATE, Wy APR. de sure the
intereat rate a lender quot¥s. you: is expressed: in. terms of APR.

-

. Remember that the more time you take to pay back what you: borrow,

the more it will cost you in interest charges.

Decide on the shortest time period in which you can comfoxtably ‘
pay; back a loan; it will save you dollars in the long run.

Use the telephone to make preliminary calls to f£ind out the current
rate being charged by lend}pg agencies in your area.

Most banka and credit unions expect loan-seekers to come in
person to request a loan, but several phone calls should give you
an idea of the institutions with which you waant to apply for a loan.
Ask about credit insurance. It's often added into the Finance
Charge, but it's usually optional -- which means that in most
instances you don't have to buy credit insurance unless you want
it. Read the contract. If it says insurance ig optional --
don't be tricked into buying it 'if you don't want it.

Be sure to jot down the APR and monthly payments you're: quoted
over the phope or in person, so that you can compare your notes
wherr it's time to pick the best loan offer.

e

<

-

~

-

Adapfed from: Consumer Handbook_to Credit Protection Laws, Board of

& Governors of the Federal Reserve System, Washington, DC, 1980.
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iF YOU'RE DENIED- CREDIT...

P . “
via gy » -

Not ev_‘eryone ‘gets credit' whenever they apply for it. A le)n“der I;ay"legiti'—
~mately reject odur application if our "credit=ability" (our capdcity, character
and ‘collateral) does not meet his standards. 'However, ‘Federal credit laws ‘~.
'protect us from. being discriminated against on the basis of individual
characteristiq that have no bearing on our ability to pay back' what we borrow.
' If we are denidd credit, there are 'actions we‘can and should take to make sure -
the creditor's test of creditworthiness was applied fairly and impartially and
to find out how we might improve our credit rating. If e believe we have been
discriminated against, .there are some legal avenues open to us. '
Information the Creditor Can't Use

The Equal Credit Opportunity Act prohibits the deinal of credit on the'

o

following grounds: - .

] ,R_agg_, Color, Religion or .National Origin---

Ag « A creditor, may ask your age .but they may not turn you down because
of your age if yoh're old efough to sign a binding contract (usuallyjl?/

-

or 21 depending on State law). The law, however, permits a.creditor
, consider certain age~related information--such as how léng it will
until’ you retire--because this might have ecOnomic congequences. R

Sex. YOU ‘May NOT BE DENIED CREDIT JUST BECAUSE YOU ARE A WOMAN. Generally,,_
creditors may not 'ask your sex on an application forn” (one<exception is .
on a loan, to buy or build a home) or, require that you identify yourself

as a ‘Miss, Mrs., or Ms, /

Marital Status. You may not be d ie¢ credit just becausi you are married,
single, widowed, divorced, or separgted, withough in some cases the creditor
may ask for your marital status. Y *have a right to your own credit, based
on your own credit records and earnings, Your own credit means a separate
account or lodn in your own name--not oint account with your husband

* ox a duplicate card on his account. Cre rs also may not ask about your
birth control practices‘or whether you plan to have children, and they may
not assume anything about those plans. To further protect the married
woman,. creditors may not consider whether you have a telephone listing
in your name since many married women do not. Finally, if you choose to
disclose your child support and- alimony payments, the creditor must ‘count -
tl;ese as income.
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- e Public. Assistance. You may not be denied credit just because you receive
Social Security or'public assistance (such as Aid to Families with
’ Dependent Children). But, certain informatidn relatéd~to these sources
4 of income could have a clear bearing on creditworthiness *tfor example,
+whether you will tinue to meet the residency requirements for receiving
benefits). .

e Because You Bxercise Your Rights Under Federal Credit Lawq{(described below).. -

A CREDITOR MAY NQT USE ANY OF THE BOVE GROUNDS AS AN EXCUSE TO DISCOURAGE

YOU FROM APPLYING.FOR“A LOAN, REFUSR YOU A LOAN 1TF YOU QUALIFY, OR LEND

YOU MONEY ON TERMS DI??ERENT FROM THOSE GRANTED ANOTHER PERSON WITH A

SIMILAR "CREDIT ABILITY" RATING.. ’

3

e

Why You May Be Lesitimate;y Denied Credit h '
Different creditors use different standards to determine our credit-ability

and may arrive at a different conclusion based on the same facts about our income,

-

, — e el

expenses, credit history, and assets.

We may qualify in all aspects except Credit History which we may lack for #

one of these reasons:

’

A~

o we re young and working at our first job.

e we've never lived"on our own" or at least not long enough to have
established a good record of rent and utility payments.

. ._e we've paid cash for everything we ve boughn“before even our car, our
. . furniture and appliances.

e we've relied on gomeone else's credit standing, such as our parents or
our spouse, and have no separate credit history. /

Even if we have had credit before, we may be turned down when we apply for a
loan or a credit card because:
e we may have too much to pay on our present charge accounts or loans.

e Our income may not be high enough” to service another debt obligation.

e Our, puxpose in requesting a loan or credit may not be in line with our
“income. (Using credit to raise your standard o living is not a valid
purpose. )

\

. Lenders vary'in terms of standards for granting credit, and in,the amount
of funds they have available to use for certain kinds of loans. .

IF YOU BELIEVE YOU HAVE "CREDIT ABILITY" KEEP TRYING. 1IF YOU SHOP AROUND,

YOU MAY FIND A CREDIT SOURCE THAT WILL ACCOMMODATE YOU.
~ ., \ .,
What To ‘Do If You Are Turned Down e

- . . - IS

Creditors may not delay our application. Under the Equal Credit Opportunity

~

v

Act we mus. be ‘notified within~30 days after our application has been completed

[ s Py

XY 4 ' e

E-o6- /"’“147 . o . ‘
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IF YOU'RE DENIED CREDIT/Page 3
whether it has been approved Oor not. If credit is denied, this notice must explain,
in writing, the specific reasons for denying eredit or tell us of our right to
request an explanation. We have the same rights if an account we have had is

‘ v

closed.
. .

t, = Xf you are denied credit, be sure to find out why. Remember, you may have
éé\éﬁk thescreditor for an explanatioﬂ. You can discuss terms with the creditor
and ways, that you fan improve your creditworthiness. ~

If you thin%}you have been discriminated against under the Equal Credit
Opportunity Acg, cite the law to the lender. If the lender still says.no without
a safiSféctor§ explanation, you may contact a Federal enforcement agenb§ (see below)

for ¥ssistance or bring i%galgaction,

Where to File Complaints About Credit Discrimination and Unfair’ Practices

The following federal agencies are responsibile for enforci;giall of our
credit rights. The particular agency you contact to obtain information or to
repoxt a complaint will depend on the type of creditor involved.

e If a retail store, department store, consumer finance company, gasoline
~ credit card, travel and entertainment card, or a state chartered credit
union is involved, contact:

: h Federal Trade Commission
2243-EB Federal Building
New York, NY 10007 ~ o
. (212) 264-1207

e TIf it is a nationally iggrtered bank involved, contact:
\/‘. . Comptroller oi the Currency
. Consumer Affalrs Division R
. Washington, DC 20219

o If it is a state chartered bank and a mémber of the Federal Reserve
System, contact: -

Board of Governors or the Federal Reserve System

Division of Consumer Affairs R

ki »

Washington, DC 20551 - : N

e If it is a state chartered bank and is insured by the Federal Deposit
Insurance Corporation, but. is not a member of the Federal Reserye -
System, contact: '

&

Federal Deposit Insutance Cbrpogation
- Office of Bank Consumer Affairs ‘ -
Washington, DC 20429
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If a federally chdrtered or federally insured (FSLIC) savings and loan
agsociation is involveéd, -contact. .

Federal HBme Lloan Bank Board
Washington, DC 20552

. z Vsl
If a federally chartered credit union is involved, contact:

-National Credit Union ‘Administration
Division of Consumer Affairs
Washington, DC 20456

y

v

® On a state level, contact:.

The Attorfiey General's Qffice
¢ State Banking Department
(Address should be listed in the phone book)

Before jou‘ contact these agenﬁgp, ask the éedit grantor who has refused you
credit to furnish you with the name and address of the credit bureau that issued
a negative report to them. This is a much simpler pro@edure, ad you should find
the management of the credit bureau ready and anxious to show you your credit
rating report and willing to correct any erronebdus mfo}rmation contained within

the report. . >,
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BASIC DO'S AND DON'TS OF CREDIT

2

Credit definately has it's good points ...

e Credit let's us buy necessities when we're short of cash, and
extas when we warit them. Without credit we would have to put
off buying what would be useful, necessary, or desirable.

e Credit allows us to buy costly items, like a car, without
having to gave the entire cost in advance.

o Having "credit-ability" gived us a cushion against unforeseen

difficylties or emergencies. Without the availability of credit

a problem can become even more of a burden,

But, managed poorly,-borrowing and buying on credit may become addictive

and dangerous to your financial health. Credit, like money, doesn't get’

us into trouble -- we get ourselves into trouble if we let things get

out of control.

-~

The following list of basic "do's" and "don'ts" can help us avoid :
costly mistakes and protect our credit privileges. ‘

DO'S

.,
Rl

e -

® Do always.keep in mind: that credit costs money. . /

-’

e Do shop for credit-as you.shop for any other important purchase,
and buy’ your credit ‘on the best terms for you. . S

e Do check carefully the maximum amount of credit you.can soundly
.and safely carry.. St

e Do .ask lots of questions about: dny credit deal you are offeted
Insist on & written statement’ from. the salesman showing you all .
. the’ charges plus the cash cost before you decide to ‘buy. -

° Do ask yourself: would I buy the item for this amount of cash
if 1 had .the cash right now? ~&

“e-Do study the installment contract with-care and be sure you under-
- stand all: of it before you ‘sign. Whén you sign, get a copy of the
contract,and keep it in a safe place. T ,

. - s
a ’ »

PRSI ,
.

Lo

o Do keep receipts of your credit payments.

-




sometimes is mich arger.

,® Do keep track of how muth you owe overall, so you don"t t:ake on~ .
c o . more debt than you can haﬁdle.

a " Do wetch For changes in credit policies «- gugh uigher, finance ..
R charge:, shorter ihtetest-free "grace periods," éte., ¢

N A R

2 ®°Do 'eont:i.;m‘e to 8 > regulatly as yod buy on tredit -« ‘even 1f it's .

afnt ea¢h week or month, . . )

< . ¢'Do ptet:ect: r c‘ted:t.t: tating by making paynent:s when and in the
~ - °_  amounts they are 8ue.

- v

DOK'18

N v
° ‘Don't buy any item or service unless you are sure the seller is
N ' - a responsible dealer.

!

S e Don't buy anything you don't need or want -- certainly not ‘on cred‘g.t.
/ -
/ e Don't carry several charge accouats that are seldom or never paid wp.
- ' ] y Don't buy anyt:hing on -credit without discussing it with family *
- o member§ who share financial responsibility wit:h you.

o Don t be in any hurry to sign any Installment contract ot agr.:eement:.
° Don t depend on prom:lses made by a salesman - get t:hem in writing.

o] : ' e Don't buy ow ¢redit any 1tem that wi.ll wear out before you have
complet:ed its payments, e

. e Don t buy on «credit anything yOu wi.ll get tired of before you have
ke . finished paying ‘for it,

e Don't .ever borrow money from & loan shark.

- -

e Don't ever sign a contract that contains blank spaces ~- they could
/ © _ be filled in to your disad\mntage. — "

—

~ eoDon't co-sign 4 loan for anyone unless you have complete faith in
e that person's abilit:y and, wi.lli}lgness to fepay the loan. .

LT e Don't borrow unless you wilL be able to continie to.save regularly, too.

e Don't accept any more credi.t: than you need e you'll be tempted t:o
use more than you'should. .

£

: e Don't be hesitant about: Seeking credit counseling advi.ce if yOu
‘ you need it or would benefit from it. .
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’ ' WHEN IN OVER YOUR HEAD -

.

. - . - . s . °

How much debt you can handle depends on your individual financial situation.
However, there are two wa iing signals that will tell you when youfre in 6vep ur
head: . * ’

e A home mortgage aside, if the total amount you owe iZ“more than 20%

-
-

of your annual take-home pay. v , .

. s . )
* o 1If your monthly payments for what you've bought or borrowed on credit .
are more than what's.left over after basic expenses are subtracted from
-~ your monthly take-home pay._

-

If you ever find you can'™ pay all your bills...

~
First, don't just stop paying your bills., If your family is.suddenly faced
with a financial.squeeze, siich as loss of a job or heavy medical expenses, call your-.
creditors with an explanation. Describe your financial situation to them and offer
partidl payments if you possibly can. You may find that some cred ;
you one month's grace or will work out an alternative repayment plan tha
meet more easily. ! .

.
- ‘ s

N ~

Second, seek professional advice. The good news for this kind of firancial bad
news is that professional counseling is freqgft almost two hundred Consumer Credit
Counseling Service offices throughout the country. .

Although the budgeting help offered by credit counseling offices ‘may vary
somewhat, they all provide. the fbllgwing three kinds of counseling programs: .

o Budget counseling: Free analysis of a family's financial situation with
the assistance-.of a trained counselor. This is a confidential counseling
session, that often includes suggestions for handling your money better,
along with a discussion of financial aid--food stamps, ete.--for which
you may qualify.

¢ Credit Counseling: Free advice and guidance on how to use credit more
wisely. People who seek credit-counseling help’ﬁfzén manage to\ ay all
their debts as long as they live within the new budget specifical N
designed for them by their credit counselor. . ’

N e / : _
e Debt management: For people already in financial trouble, the credit (///

Lo courtselor will work with the family to develop a repayment schedule
acceptable to them as well as to their creditors. Debt management is.

. offered to those who, after their budget counseling sessions, indicate Zhef
are having trouble paying their debts on their own:

L

L)
: :
g’;»}

A

c/*\ gn 152 - ) ., g
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‘ Sy . 'R Family Service Association
129 Jackson Street . ! . >
Hempstead NY 11550 '
(516) 485-4600 °
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credit counseling debt-management program, there is often a _weekly charge of $2.50,
which is waived in hardship cgses. Participants in this kind of program are asked
to give up their credit cards and not Mncur further debt -until they have payed
back all their prior deBts. When the debts are reduced to the point where the
gonsumer can again take over her finances, the debt-management program is discontinued;

Statistiﬁs shows that 97 percent of the persons w (ho finish a debt-management program

neveg‘éet into debt troubles again. .S N ,

You don't have to be in trouble to visit a credit counselor. You can make
an appointment just to discugs your finances and get advice on how to better handle
* your money. If you' re trapped in debt, however, expert help may be a. necessity.
Below is a 1ist of credit counseling offices in the New York City metropolitan‘

area: . : S

e Consumer Credit Counseling Service of Greater New York°
L Administrative Office
450 Seventh Avenue
New York, NY I0001
’ (212) 594-1200 .
X ™

Counselin57Centers: . '
! A f

' FOMXessvnesnnonasnnasneeenessns(212) 584-1965 )
Br AR ¢3 V2 | 855-2924
Manhattan.......................(212) 867-9850 -
Queens..........................(212) 526-4423
Statep IS1ANGA. .5 eennrnnnenssnss.(212) 867-9851 ° - .

Nassau County (Hempstead).......(516) 292-8855 - .

The initial counseling session is usually free. If you‘decide to enter the .

,




